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Corporal and Mrs. Irving Krieger and home 100%  G. I.-Loan financed by California Bank, Los Angeles 


G. |. HOUSING . . . Under the new regulations accepted home loan applications began to soar 
(See G. I. HOME LOANS . . . Pace 17) 


This Month 
G. I. Home Loans... sy michact vonnetty 
Impr oved Control of Bank Supplies . »» By HARRY V. ODLE 
London’s War-Time Clearing House... sy Frank piracy 
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Page from 
ABA book 


Use Hammermiill Safety... 
and give your bank’s checks 
the advantage of “the best- 
known name in paper.” 


The ABA recommends ‘‘Sulphite Protec- 
tive Paper’’ for checks. That specification 
leads directly to Hammermill Safety, for 
this is the “‘sulphite”’ which carries the best- 
known name in paper. 

Your customers use Hammermill papers 


Hammermill Safety meets 
specifications of ABA! 
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in their business. They respect Hammermill 
quality. They appreciate your good judg- 
ment when you furnish them checks on 
Hammermill Safety...and you will be using 
paper that meets ABA recommendations. 
We'd like you to see for yourself why 
Hammermill Safety is the first choice of so 
many leading banks. A note on your bank 
letterhead will bring samples showing the 
range of clear, easy-to-write-on colors. Just 


address Hammermill Paper Company, 1503 : 


East Lake Road, Erie, Pennsylvania. 
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All-Day Banking 


Strs: Following a course of improved 
service to customers, the First National 
Bank of Portland inaugurated a new all- 
day banking schedule May 1 for the City 
of Portland, Oregon. Under this seven 
branch offices throughout the city are 
serving customers from 10 A.M. to 5:30 
P.M. Only the main office will close at 5, 
and one mid-town branch will continue a 





GP vekion ors ot sli Portland Fest Wationel Dank 
Broaches will be extended to. on “All-Dey* 
schedole starting May Ist. 

Complete booking service in oll departments will 
be offered on the following schedule... 


EAST SIDE 


Monday thre Friday, 10 2. m. to $:30 pm 
Soterdey. .....- 10 am te 12 cece 


TEAST PORTLAND . . . . 5B Sith ond Morice 


DOWNTOWN 


(O08 RARER... 5.08. FC, Sint aed Stork Sts, 
Monday thre Friday, 10 = te 5:00 pm 
Seterday. . «2, 10am te 12 neon 


NIGHT BANKING 


UNION AND RUBBLE . 4 Union snd Resnetl 
LIVESTOCK KENTON . 06. Denver end Siltpeteich 





AONE CITY . 5... oes WL. ed and enydy 
SOUTHEAST PORTLAN® . 5.6. Cind.ond Foster 
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A departure 


program of night service, closing at 9 P.M. 

The First National has been unable to 
discover any similar city-wide plan now in 
operation. 

A test run made in one active branch in 
the Hollywood district of Portland, where 
all-day service was given enthusiastic 
endorsement and support by community 
business firms and residents of surrounding 
districts. Night banking 
service in mid-town already 
is a proved success, where 
lobby traffic counts reveal 
substantial business be- 
tween 6 and 9 P.M. 

President E. B. Mac- 
Naughton and the manage- 
ment staff undertook the 
program after careful delib- 
eration with Cashier O. H. 
Keller and the personnel 
department. A measure of 
credit to the American 
Institute of Banking study 
courses is involved in the 
service extension, accord- 
ing to Mr. Keller. 

JoHN M. RIcHARDSON, 

Public Relations, 
First National Bank 
of Portland, 
Portland, Oregon 
















Burglary, Robbery Protection 


Sms: We have been working with the 
FBI and Secret Service to devise a method 
to make bank burglary and robbery more 
difficult, and have obtained permission 
from the Treasury to film bills for evidence. 

This permission, which involved an 
amendment to regulations on the ‘“‘film rec- 
ordation of government securities, checks, 
warrants, and paper money,” states ‘‘(a) 
Authority is hereby given to all banks and 
banking institutions which in the ordinary 
course of business handle United States 
securities, checks, warrants, and paper 
money, to make film records thereof, and 


‘to project such film records on a screen: 


Provided, That the film records are main- 
tained as confidential. (b) No prints, en- 
largements, or other reproductions of such 
film records shall be made except with the 
permission of the Secretary of the Treas- 
ury, the Treasurer of the United States, 
the Commissioner of the Public Debt, or 
the Chief of the Secret Service Division, 
or such officers as may be designated by 
them.” ; 

In informing our correspondent banks of 
this we offered to ship them money each 
day in such amounts as they need. We 
also offered some other suggestions worked 
out with the FBI. These included the fol- 
lowing: That banks operating in cities 
having local enforcement officers make 
arrangements with them to watch officers 
enter the bank in the morning and also 
check during the day and after hours. 
That banks keep some money in the active 
money drawer and safe of which they have 
taken the description. That banks carry 
as small an amount of currency as possible 
so that holdups will not be profitable. 

‘ Byron Dunn, President, 
National Bank of Commerce, 
Lincoln, Nebraska 
. rs + 


Top Officers at Chase 


Strs: Our photographer obtained a 
very nice photograph of Messrs. Aldrich, 
Campbell and McCain in Mr. Aldrich’s 


Greeting the new president at Chase National Bank 











@heBurroughs 
aring House 
Editor, HENRY J. BOONE 
Associate Editor, HARRY V. ODLE 





June, 1946 Vol. 30 :: No. 9 





CONTENTS 


G.I. Home Loans ... . 17 


By Micnart DonNELLY 
Improved Control of 
Bank Supplies . . . . . 20 
By Harry V. Opie 
London’s War-Time 


Clearing House. . . . . 24 
By Frank Piacuy 


Washington Viewpoint. . . 27 
By N. P. Grecory 


The Personality Spotlight . . 37 
The Booklet Counter . . . 46 


Canadian Banking . . . . 49 


By James MonTAGNES 


Court Decisions .... . 58 


By Cuartes R. Rosensere, Jr. 








EDITORIAL AND BUSINESS OFFICES: 
DETROIT 32, MICHIGAN 
ADVERTISING OFFICES: 

DETROIT 32, Second and Burroughs Avenues 
Madison 2260 
NEW YORK CITY 3, 219 Fourth Avenue 
Algonquin 4-6350 
CHICAGO 6, 308 West Washington Street 
Franklin 3929 
FRANK E. QUISH, National Advertising Manager 


Copyrighted, 1946, b 


Burroughs Adding Machine Company 




















office and I am sending youa print. It was 
made the day after the election of Mr. 
Campbell and Mr. McCain to new posi- 
tions. 

The photo shows, left to right, H. Donald 
Campbell, former president and now vice- 
chairman of the board, Winthrop W. Ald- 
rich, chairman of the board, and Arthur W. 
McCain, new president. 

CRAWFORD WHEELER, 

Second Vice-president, 
The Chase National Bank of 
the City of New York, 
New York 15, New York 
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We Chidhe can Ciped de poss 


Every day, problems as numerous and as diverse 
as the ports of call to which American goods are 
sent confront the American exporter, when ship- 
ping on a draft basis. Yet often they can be sim- 
plified quickly by authoritative answers to such 
important questions as these: 


1. What is the foreign customer's credit standing? 


2. What are the import and exchange regulations and 
the present trade outlook in the country to which we 
are shipping? 

3. When goods are not of American origin, will U. S. 


dollar exchange be granted by the country to which 
we plan to ship? 


Every day, the Chase National Bank answers: 
such questions from current information sup- 
plied by its overseas branches and by its corre- 
spondent banks in all commercial centers of the 
world. In turn, this information is channeled to. 
Chase customers in the United States through a 
large, experienced Foreign Department. 


These facilities are always at the disposal of 
Chase correspondent banks in the United States 
and often enable them to broaden their own 
service to customers. 


You are invited to send for our Folder ‘‘Import and Exchange Regulations of the Principal Countries of the World.”’ 


THE CHASE NATIONAL BANK 
OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 


LONDON—6 Lombard Street 
Havana ¢« San Juan « Panama « Colon « Cristobal 
THE CHASE BANK: Paris « 





51 Berkeley Square « Bush House, Aldwych 
e Balboa «+ Offices of Representatives: Mexico, D. F. « Bombay 
Shanghal « HongKong « Tientsin 
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In the TREND of BANKING 








Country Bank Commission 
Plans New Projects 


Of direct interest to some 13,000 of the 
nation’s banks are the activities of the 
A. B. A. Country Bank Operations 
Commission, and thus the recent semi- 
annual business session of this group to 
lay future plans is of broad importance. 

Three projects were selected by the 
Commission for emphasis during the year. 
One will be a new study of government 
bond portfolios for country banks, in which 
a committee headed by Claude F. Pack, 


president, Home State Bank, Kansas City, | 


Kansas, will consider such factors as the 
spacing of maturities in relation to de- 
posits, make a detailed analysis of bank 
capital structures, and provide a method 
by which the smaller banks can compare 
their government bond investments with 
those of other institutions of similar size 
and location. 

Cost follow-up. A second major project 
will be the continuation, and perhaps 
further refinement, of the cost studies in 
which 5,000 banks are participating this 
year. An organized effort will be made to 
acquaint individual bankers with the value 
of the information contained in their cost 
analysis reports, and how to apply it to 
their own banks to obtain greater operating 
efficiency. It is recognized that this edu- 
cational job is equally as important as the 
completed spadework of getting the cost 
program under way. The cost analysis 
committee is headed by S. N. Schafer, 
president, First National Bank, Atkinson, 
Wisconsin. 

There will also be emphasis on co- 
ordinating the work of the commission with 
that of other A. B. A. working groups, and 
in seeking co-operation with them in 
projects which apply to the operational 
aspects of country banking. In this pro- 
gram the commission will work closely 
with the Agricultural Commission and the 
Committee on Service to War Veterans. 

An inside picture of the current efforts 
of the A. B. A. to preserve an “‘economic 
climate” in which the banks can effectively 
operate was presented to members of the 
commission by Executive Manager Harold 
Stonier. He also reviewed the work done 
by the various A. B. A. groups which is 
aimed at promoting the welfare and serving 
the needs of country banks. 

The only outside speaker to address the 











The Country Bank Operations Commission in session, Detroit* 


Drafting programs to aid 13,000 of the nation’s banks 


commission during the two-day session 
was Charles M. Short, supervisor of re- 
search, Canadian Bank of Commerce, 
Toronto, who described the development 
of the Canadian banking system and con- 
trasted it with that of the United States. 


° ° + 


Five-Point Program for 
Inflation Control 


Winthrop W. Aldrich, chairman of the 
board of the Chase National Bank, has 
outlined a 5-point program for control of 
inflation in the United States and appealed 
to the “courage and self-denial” of the 
American people to help achieve this 
objective. 

Mr. Aldrich offers the following specific 
remedial measures for the consideration of 
the Government and business: 

Stimulating production and reducing 
unit costs of production by appropriate 
policies on the part of Government and 
business. 

The continued maintenance of tax rates 
at present. levels and a careful review of all 
expenditures in order that the budget may 
not only be balanced in the fiscal year end- 
ing June 30, 1947, but that a surplus of tax 
receipts may flow into the Treasury. 

The refinancing of the floating debt 
through the issuance of long-term securities 
at rates of interest which will be attrac- 


Country Bank Operations Commission 


*Left to right: 


S. Neilson, president, Bank of Gowanda (New York); C. Gunderson, secretary, Small 


Business Credit Commission; R. H. Britton, vice-president and cashier, First National Bank, Rochester, New 
Hampshire; T. Reininga, president, The Peoples National Bank and Trust Company, Washington, Indiana; 
D. H. Erdman, vice-president, Quakertown Trust Company, Quakertown, Pennsylvania; G. H. Miller, Jr., presi- 
‘dent, Culpepper (Virginia) National Bank; H. Hambleton, vice-president, Citizens National Bank, Waxahachie, 
Texas; F. R. Rantz, president, Elliott State Bank, Jacksonville, Illinois; Harold Stonier, A. B. A. executive 
manager; Acting Chairman K. J. McDonald, president, Iowa Trust and Savings Bank, Estherville, Iowa; 
George Amy, Commission secretary; J. W. Brown, Jr., president, First National Bank, Sylacauga, Alabama; 
B. M. Harris, president, Yellowstone Bank, Columbus, Montana; F. C. Forrest, president, First National 
Bank, Pullman, Washington; C. D. Harris, president, First National Bank, Cape Girardeau, Missouri; C. F. 
Pack, president, Home State Bank, Kansas City, Kansas; R. A. Bezoier, vice-president, First National 
Bank, Rochester, Minnesota; H. W. Madison, president, Bastrop (Louisiana) Bank and Trust Company; 
S. N. Schafer, president, First National Bank, Fort Atkinson, Wisconsin; Alonzo Petteys, vice-president, 
Farmers State Bank, Brush, Colorado; W.R. Kuhns, editor, Banking: R. W. Kneebone, A.B. A.deputy manager. 


tive to non-bank investors. 

Relieving the Federal Reserve Banks of 
the need to maintain an artificial level and 
structure of interest rates. 

Reducing the volume of Government 
securities held by commercial banks by 
use of surplus cash receipts of the Treasury 
and by refunding operations. 

“Combating inflation,” Mr. Aldrich con- 
tends, “requires the adoption of measures 
which will not only check further increases 
in bank deposits but which will bring about 
an actual decline. Commercial bankers 
need not fear decreases in total deposit 
volume. They need to be concerned over 
the fact that measures appropriate to a 
control of an immoderate expansion in 
deposit volume may not be adopted.” 
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Consumer Credit Invasion 
of Wall Street 


Wall Street banks long associated with 
large-scale wholesale credits have entered 
the consumer credit field. 

Bankers Trust Company, noted as a 
“‘bankers’ bank’ but recently expanding 
its commercial services on an extensive 
scale, has now opened a consumer credit 
department. It is announced that personal 
loans will be made from $60 to $3,500 to 
individuals for terms as long as twenty-four 
months. Home modernization loans are 
also available. 

Irving Trust Company has opened a 
Consumer Finance Division with head- 
quarters at 100 East 42nd Street, opposite 
Grand Central Terminal. The division 
will make installment loans to individuals 
for a broad variety of purposes and will 
also finance the time payment sales of 
retailers, dealers and manufacturers. 

In view of the prominence of the Chase 
National Bank, its announcement of terms 
for small loans being offered by its new 
consumer credit department are of news- 
worthy interest. 

Loans to individuals will be made from 
$60 up, at a discount rate of 3.83 per cent, 











which includes life insurance protection. 
Loans secured by collateral such as securi- 
ties, thrift account pass book or life insur- 
ance policies will command a 3.33 per 
cent discount rate. Purchase of cars and 
motor trucks will also be financed at the 
3.33 per cent rate. 

Loans in general will be made for periods 
of from 12 to 24 months. 
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Nationwide Bank Finance 
Plan Makes Headway 


Progress has been reported in develop- 
ment of the National Sales Finance Plan, 
under which a large number of individual 
banks are working together in the solicita- 
tion of consumer credit (as covered in the 
February, 1946, issue of The Burroughs 
Clearing House). 

One step has been the addition of the 
Equitable Trust Company of Baltimore, 
Maryland, to the list of signatory banks 
which are responsible for operations of the 
program within their regional spheres. 
Broadened coverage has also been attained 
through the naming of the First National 
Bank of Kansas City and the First Na- 
tional Bank and Trust Company of Okla- 
homa City as key banks. According to 
William B. Hall, co-ordinator, there are 
1,322 banks now participating in the 
National Sales Finance Plan. 

He has also announced that Stromberg- 
Carlson Company, nationally known radio 
manufacturer, is among the more recent 
concerns to sign an agreement with the 
signatory banks for distributor, dealer and 
customer financing. 


° ° > 


Bank Pamphlet Clarifies 
Popular Misconceptions 


Some popular misconceptions of banking 
encountered by officers and department 
heads of The Union & New Haven Trust 
Company, New Haven, Connecticut, have 
been cited in the monthly pamphlet Journal 
which the bank distributes to its customers. 
Following each stated “misconception,” 
the bank has countered with the true 
“tact.” 

For example, there is the familiar 
thought that “it must be wonderful to 
have ‘banking hours’ ’—that is, work only 
from9to3. The fact is, says the pamphlet: 
“Work starts at The Trust Company at 


8:30 A.M. After the bank closes at 3, 
from one to three hours are required to 
finish up. The staff theoretically operates 


on a 40-hour week, but actually not a 
month goes by without overtime; in a year 
it will total hundreds of hours. Further- 
more, many officers average nearer a 50- 
hour week than a 40-hour week.” 

Subjects covered. Other misconcep- 
tions clarified cover such diverse subjects 
as safe deposit procedure, bank examina- 
tions, service charges, profits, loan policies, 
check cashing, FDIC expense, war bond 
fees, and the status of banks as private 
institutions. 

In a foreword it is explained that the 
“fact vs. fancy” information is_ being 
presented to clear up mistaken impressions 
held not only by the general public but 
also by bank customers. It is pointed out 
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Bungalow facade in lobby draws many visitors to mezzanine display 


that an A. B. A. public opinion survey 
among 1,010 men and women in the 
upper- and middle-income groups had dis- 
closed a surprisingly high percentage of 
erroneous beliefs concerning banking and 
trust service. The bank indicates that the 
current installment of misconceptions and 
facts will be followed by others in the 
future. 

The idea would seem to fit in with the 
public relations programs of other banking 
institutions. 


+ ° + 


Home Information Center 
of Unique Design 


If anyone has any doubt of the deep and 
widespread interest in new homes and in 
making old homes newer, a visit to the 
Home Planners’ Information Center on 
the balcony floor of City National Bank 
and Trust Co., Kansas City, Missouri, will 
dispel any such skepticism. 

In operation a month, this information 
center, sponsored jointly by City Bond and 
Mortgage Company (indirectly affiliated 
with the bank) and the “‘American Builder”’ 
magazine, has surpassed all expectations 
for drawing power. 

Literature melts. The chief difficulty 
the sponsors have had is in keeping suffi- 
cient supplies of catalogues and literature 
available for the hungry demands of pro- 


spective home builders and home modern- 
izers. Literature calculated to be a six 
months’ supply melted under the un- 
usually heavy demand before the first 
month was finished, and heavy reorders 
have been necessary. 

However, the visitors have not been just 
idle sight-seers willing to take home any 
printed matter as loot or as souvenirs. 
Obviously they have been people of serious 
intent with the desire and the money to 
build and to modernize. They want to 
know facts, costs and delivery dates. 

The information center is an attractive 
display. As seen from the bank’s lobby it 
resembles a colorful bungalow front. Along- 
side is a large sign calling attention to the 
exhibit. 

Exhibit contents. In the rear of the 
bungalow front, neatly arranged in cor- 
related racks, are the folders and cata- 
logues and booklets of the companies mak- 
ing appliances, modernization equipment, 
various materials, etc. These include 
literature giving ideas on the arrangement 
and outfitting of kitchens, bathrooms, rec- 
reation rooms, basements, etc., and informa- 
tion about insulation, landscaping, decorat- 
ing and heating and all phases of building 
and decorating and household equipment. 

In easily accessible racks are floor plans, 
yard and garden arrangements and picture 
ideas for various rooms. The center 
also furnishes complete financing infor- 
mation, explaining how the home of one’s 
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United States Government Securities 


A Service for Portfolio Managers 


For more than 25 years we have been dealers 
in United States Government Securities. The 
facilities of our Bond Trading Department are 
available to portfolio managers and we are 
prepared to offer suggestions regarding the 


composition of Government Bond portfolios. 











Collection of Par and Non-Par 
Checks 





Collection of Notes, Drafts, 
Coupons, Matured Bonds and 
Other Items 





Transfer of Funds, Remittances 
and Domestic Money Orders 





Credit Information 


Servicing Loans to Brokers and 
Dealers 





Participation with Correspondent 
Banks in Loans to Local 
Enterprises 





Dealers in United States Govern- 
ment, State and Municipal 
Securities 





Investment Information 





Commercial Paper Purchases 





Receipt and Delivery of Securities 














A Partial List of Bankers Trust Company Services to Banks 


Safekeeping of Securities 





Consultation on Pension and 


Profit-Sharing Plans 





Co-Paying or Exchange Agent, 
Co-Transfer Agent or Registrar, 
and Co-Depositary 





Trust and Reserve Accounts 





International Trade and Foreign 
Banking Facilities 






































NEW YORK 


BANKERS TRUST COMPANY 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Experienced Banking Service in 


CANADA 


To banks and business firms with interests in Canada we offer 
the facilities of The Royal Bank of Canada, with more than 
500 branches from coast to coast. Your inquiries are invited. 


Over 600 branches throughout Canada and Newfoundland 


Cuba, Haiti, Puerto Rico, Dominican Republic 
The British West Indies 


Central and South America 


Two branches in London, England 


Experienced foreign banking service in every part of the world 


New York Agency—68 William Street 


THE ROYAL BANK OF CANADA 


Incorporated 1869 
HEAD OFFICE—MONTREAL 


Branches in Canada Resources exceed 
from Coast to Coast $2,000,000,000 


In writing to advertisers please mention The Burroughs Clearing House 












dreams can be built or modernized easily 
through 1946 streamlined loan plans. 

“This is the first time such an informa- 
tion center ever has been set up in Kansas 
City,” says Tom Collins, City National’s 
publicity director. “The public’s over- 
whelming reception of it indicates an 
interest in new and modernized homes past 
the belief of even the optimistic in that 
direction. Certainly it has been ample 
proof of a building boom the minute 
materials and labor are available for the 
purpose of construction and moderniza- 
tion.” 

eo :- 4.08 


Allotment Savings Plan 


Patterned after the payroll deduction 
plan initiated during the war for the pur- 
chase of war bonds, a new “Allotment 
Savings Plan” has been developed by The 
New York Savings Bank to make the 
accumulation of funds easier and more 
automatic. 

Under the program an employee notifies 
the co-operating employer how much to 
deduct each pay day, and this authorized 
deduction is sent by the employer direct 
to The New York Savings Bank where the 
amount is credited to the employee’s 
account. 

A new feature is that each employee 
participating in the plan receives an identi- 
fication card which simplifies procedure in 
making withdrawals. Also, every three 
months, a quarterly bank book statement 
is given to each participant in a sealed 
envelope. At no time does the participat- 
ing employee need to come to the bank to 
make a deposit, since withdrawals and 
extra deposits can be made by mail if 
desired. 

‘“‘Now that the amount withheld for in- 
come tax has been reduced, employees can 
use this handy means to save for their own 
purposes,” comments William G. Green, 
president of the bank. “The plan is an- 
other step in the fight against inflation and 
should be an asset in employer-employee 
relationships.” 


¢ ° ¢ 


Bank of England 
Nationalization Reactions 


The following on-the-scene analysis of 
the effects of nationalization of the Bank 
of England comes from Frank Plachy, 
London correspondent of The Burroughs 
Clearing House. It will be of interest to 
bankers throughout the world. Mr. Plachy 
reports: 

“The Bank of England is now nation- 
alized, all the various legal formalities 
having run their course. It must be 
admitted, after approximately half a year’s 
experience, that the fears widely felt in 
commercial banking and general business 
circles over this socialistic experiment have 
not yet been realized. Many reasons 
account for this, but the decision to leave 
the Governor at his post and to make 
only one strictly socialist appointment to 
the Court of the Bank, as its board of 
directors have been called for centuries, is 
probably the principal one. 

Settlement basis. ‘“‘Somewhat to the 
general surprise, only one shareholder out 
of 16,000 protested about the transfer of 
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Government-owned Bank of England 


the bank’s ownership to the British Treas- 
ury. The shares were paid for on a basis 
which leaves the shareholders with the 
same income from their investment they 
have received for the past twenty years, 
but the Government refused to disclose the 
hidden reserves of the bank, known to be 
large, so that there remained some basis of 
argument as to whether the price was 
adequate or not. 

“Another reason for the ease with which 
the transfer to Treasury ownership was 
accomplished is that ever since 1914, when 
war financing on a modern scale had first 
to be faced in Great Britain, the Bank of 
England has been for all practicable pur- 
poses a Government department. In the 
terrific problems which have beset British 
national finance ever since the first World 
War, it was inevitable that the Treasury 
and the Bank of England should co-operate 
in their policies, and that the commercial 
banks, dominated by the so-called ‘Big 
Five,’ should follow suit. 

Primary question. “Apart from ques- 
tioning the wisdom of nationalizing the bank 
because of possible reflections on British 
credit in foreign countries, British bankers 
were most uneasy about the possible reper- 
cussions of Clause 4 of the Bank of England 
Bill. This provides that ‘the Treasury may 
from time to time give such directions to 
the bank as, after consultation with the 
Governor of the Bank, they think necessary 
in the public interest . . . The bank may, 
if they think it necessary in the public 
interest, request information from and 
make recommendations to bankers, and 
may, if so authorized by the Treasury, 
issue directions to any banker for the pur- 
pose of securing that effect is given to any 
such request or recommendation. In this 
section the expression ‘banker’ means any 
such person carrying on a banking under- 
taking as may be ordered by the Treasury 
to be a banker for the purposes of this 
section.’ 

“This could be a pretty tall order in the 
hands of a Chancellor of the Exchequer 
who was an enemy of the established bank- 
ing and financial fabric. It would permit 
the Treasury to place on its list discount 
houses, accepting houses, merchant bank- 





ers, installment buying undertakings, in- 
vestment trusts and similar institutions. 
The general feeling is, however, that in 
such an essentially conservative people as 
the British this great power is not likely 
to be abused. 

Personnel problem. ‘At the time when 
nationalization was seen to be inevitable, 
there was a good deal of worrying by the 
Bank of England staff as to their future. 
They had been very well treated as to 
salaries, hours, holidays, pensions and so 
on, and there was a natural fear that they 
would be less well off as virtual civil serv- 
ants. This feeling now seems to have 
largely evaporated and the smoothness of 
the bank’s operation has not been dis- 
turbed in any way. The Bank Act ex- 
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pressly provides that all routine operations 
shall continue to be determined by the 
Court of Directors and there has been no 
visible change of status. 

“A final reason for the comparatively 
slight attention which the nationalization 
of the bank has attracted in Britain is that 
it is not felt to touch the average man or 
woman to nearly the same degree as other 
measures of doctrinaire socialism which 
the Government has on its program. The 
public feels much more concern, and the 
financial and commercial community is 
much more worried, about the nationaliza- 
tion of such vital industries as iron and 
steel and road and rail transport than 
about the bank. The general feeling is 
that if socialism destroys national pros- 
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vide valuable assistance in the many investment 


problems facing the institutional investor. 


In view of prevailing market levels, the services 
of such a well-rounded Institutional Department 
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ties of this department with you at your con- 
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perity it won’t matter very much what 
form of organization the central bank 
takes. In other words, it is a question of 
priorities of worry, and in this matter the 
bank is well down the list.” 


* Sf 


Bank Folder Explains Car 
Insurance Coverages 


To help customers to better understand 
automobile insurance coverages, Security- 
First National Bank of Los Angeles has 
published a small, pocket-size folder, 
“Know Your Automobile Insurance,” 
which its loan officers hand to customers 
for car financing. It is brief and written 
in laymen’s language. According to D. Z. 
Albright, vice-president and manager of 
the bank’s installment loan division, cus- 
tomers like the folder. Furthermore, it 
saves loan officers’ time explaining cover- 
ages to them. Thousands of folders are 
also being distributed to insurance agents 
for their auto insurance customers. 

Mr. Albright said his bank would use the 
folder only in California. Other banks and 
insurance companies are welcome to use 
it in other states, but he suggests that legal 
counsel and state insurance commissioners 
should first be checked to make sure the 
copy complies with state requirements. 

o . + 


Consumer Credit Dialogues 


Use of well-prepared dialogue skits fea- 
tured a series of consumer credit clinics 
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New folder of Security-First National Bank, Los Angeles 


Distributed to auto loan customers and insurance agents 


conducted for bankers in various communi- 
ties by The First National Bank of Phila- 
delphia. 

One was a dialogue between a local appli- 
ance dealer and a country banker, with the 
parts being taken by Assistant Cashier 
Winfield T. Irwin and James E. Chandler 
of the First National’s time sales depart- 
ment. The scene was laid in the dealer’s 
office where the banker has called to dis- 
cuss the financing of installment sales. An 
excerpt from the script will reveal how the 


subject was handled: 
“Dealer: 


Can you offer me a plan that 
will give me the coverage and service that 
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HALSEY, STUART & CO. INc. 
123 S. La Salle Street, Chicago 90, Illinois 

Gentlemen: Please send me, without cost 
or obligation, the “Railroad Equipment 
Certificates” folder. 
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HALSEY, 


oe en Tested Security 


* despite this long time record of exceptional 


Send for this 


Performance through nearly eight decades has 
placed railroad equipment trust certificates in 
an enviable position among all securities. But 


security, their merits are too little known 
outside the limited circles, largely institutional, 
in which they have long been favored. 


Developments in recent years, however, have 
broadened the market, especially among 
investors concerned with maintaining well 
formulated maturity portfolios and those who 
place emphasis on security. As the premier 
obligations of the railroads, equipment 
certificates merit the attention of many who 
may not have considered them previously. 


Informative Folder 


To secure a clear understanding of the 
history and nature of these securities, their 
protective features and their outlook under 
present conditions in railroading, send 
without obligation for the folder, “Railroad 
Equipment Certificates.” 





Use this request form—at no cost. 








I now get from the X Y Z Company? 
They have treated me pretty well and I 
would hesitate to change. 

“Banker: We have over-all plans cover- 
ing wholesale and retail financing, plus 
complete and thorough service and promo- 
tional helps. 

“Dealer: You do have a floor plan? 
How do you operate it? 

“Banker: We set it up using a trust 
receipt. You as a dealer inform us of the 
amount you anticipate needing to finance 
your wholesale merchandise together with 
a list of your suppliers. You notify your 
suppliers that you are floor planning 
through the Local National Bank. They 
will then ship merchandise direct to you 
and will bill Local National for 90 per 
cent of the cost and collect 10 per cent down 
payment from you. A trust receipt is then 
set up listing the merchandise by model 
numbers, serial numbers and other proper 
identification. You will sign the trust 
receipt and note. After that you apply all 
cash or time contracts arising from the 
sale of merchandise in trust to the reduc- 
tion of the note. It is thus a self liquidat- 
ing, or revolving, line of credit.” 

The dialogue also covers non-recourse, 
limited and full recourse retail plans, credit 
policies, collection follow-up assistance, 
and the promotional help available through 
the bank. 

Distributor and banker. The second 
skit was a conversation between a city 
appliance distributor and a city banker, 
with the roles being taken by Assistant 
Cashier Joseph J. Evans and Mr. Chandler, 
and the scene again being laid in the pros- 
pect’s office. Following are a few lines 
from this dialogue: 

“Distributor: I think we have a pretty 
good idea of your plans. Various of our 
dealers have told us about them. They 
sound good to me, and I believe that you 
will get a lot of business with them. 

“Banker: In conjunction with the 
operation of our plans, we would like to, if 
possible, handle the floor planning through 
you people. That is, place in your hands 
the trust receipts; then when you make 
deliveries, it will be a simple matter to set 
up the trust receipt and have the note 
signed and collect the 10 per cent down 
payment. We will automatically pay you 
90 per cent and you will have the full 
payment for your merchandise. 
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JEEPS 


to South America 


These Jeeps, on their way to 
Colombia, are the first large com- 
mercial shipment to be made since 


the end of the war. 





Central Hanover’s Foreign Department brought the South American distributor and 


American manufacturer together—and Central Hanover’s Letter of Credit financed 


the shipment. 


Whether your interest is in exports or imports, you will find at this Bank every facility 


for handling your foreign trade transactions in any part of the world. 


We welcome inquiries about your specific problems in the foreign field. 


CENTRAL HANOVER 


BANK AND TRUST COMPANY 
NEW YORK 


London Branch . . . 7, Princes Street, E. C. 2 
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“Distributor: We have done practically 
the same thing for other lending agencies 
for years and would be glad to do the 
same for you. It is the only practical way 
to handle floor planning because, as you 
probably know, most deliveries on appli- 
ances are made from the distributor’s ware- 
house. Even though the dealer buys and 


mi 











SERVICE 
Maintaining an intimate, 
personalized correspondent 
bank service. 


EXPERIENCE 


Officials with years of serv- 
ice in this field, assuring a 
knowledge of requirements 
and valuable assistance. 


POLICY 


To cooperate with out-of- 
town banks rather than 
compete for business which 
is rightfully theirs. 


CThe 


PUBLIC 
ATE COLNE 
BANK 


AND TRUST COMPANY 
OF NEW YORK 


ESTABLISHED 1908 


MEMBER 
New York Clearing House Association 
Federal Deposit Insurance Corporation 
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MORTGAGE 
SAVINGS 


Housing display chart presents specific down payment, carrying charge data 


pays for his merchandise, it remains in our 
warehouse until delivered.” 

The skit also covers the repurchase agree- 
ment, radius of coverage through corre- 
spondent banks, exchange of credit infor- 
mation, etc. 

The dialogues were very favorably re- 
ceived, and the First National officers see 
no reason why the same method could not 
be used in treating other bank subjects. 

+ + + 


Presenting Information on 
Home Financing 


Banks looking for display ideas may find 
suggestions in the exhibit featuring home 
financing, staged by the Savings Banks 
Association of New York State at the 











THE NEW BLACKSTONE 
HIGH SPEED DOUBLE BARREL. 


COIN PACKER 


Count and wrap $4 in nickels 
in 20 seconds. Made in three 
sizes. Nickel—penny—dime. 
Guaranteed. Price $2 each size. 


Blackstone Coin Packer Co. 
Madison 1, Wis. 
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New England Beacon 


Seafarers have long relied on Boston Light 
to guide them into Boston Harbor. When 
you need a guide to New England banking 
conditions, this institution offers the experi- 
ence and enthusiasm you require to handle 
your banking problems. You can rely on 
Shawmut for effective action. 


«Outstanding Strength” for 110 Years 


The National 
Shawmut Bank 
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National Modern Homes Exposition in 
New York City last month. 

As illustrated above, the display showed 
graphically on a 22-foot chart the average 
down payment and monthly carrying 
charges on various sized loans, It also 
provided information regarding planning 
of a home and how to accumulate the 
amount necessary for the down payment. 

Attendants were present to advise 
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Additional information on mortgages 


veterans and others regarding their prob- 
lems, and a special 4-page newspaper giving 
further information on mortgages and other 
savings bank services was distributed. 
“The vast number of inquiries received 
at the exhibit show clearly that the ques- 
tion of sound home financing ranks equally 
in importance with the actual building and 
the equipment used,” Edward B. Sturges, 
2nd, public relations counsel for the Sav- 
ings Banks, reported. “This is particu- 
larly true among returning veterans who, 
as much as they want a home, are truly 
concerned about prices and financing.” 


° ° ° 


Aid to Investment 


In view of current speculative tendencies 
the Union Dime Savings Bank of New York 
has issued a timely booklet titled ““So— 
You Want to Invest,” in which the public 
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is urged to ascertain the facts about com- 
panies before investing in their securities. 
The bank offers to provide information of 
this type through its service department, 
and to make available the reports of 
standard publications on investments. 

“In purchasing securities,” the booklet 
states, “the investor should know the 
answers to such questions as: 

“1. How long has the company been in 
business? 

“2. What has been the record of earn- 
ings over a period of years? What has been 
the dividend policy of the company? What 
surplus has it? 

“*3. What obligations come ahead of the 
particular bond or stock under considera- 
tion? What may be placed ahead of it? 

“4. What is the policy of the manage- 
ment? 

**5. Have the securities collateral value, 
and are they marketable?” 


4 ° Sf 


Pension Plan Factors 
to Consider 


“Hidden” pension plans which involve 
paying allowances to retired employees 
and retaining over-age personnel on the 
payroll are often more costly and less satis- 
factory than well-planned retirement sys- 
tems, according to W. B. Dunckel, vice- 
president of the Bankers Trust Company, 
New York City. In a talk before the 
annual convention of the New Jersey 
Bankers Association, Mr. Dunckel em- 
phasized that banks and other employers, 
in paying retirement allowances outright 
or concealing them in their payrolls, are 
missing opportunities to improve employee 
relations and may be incurring costs that 
are higher than necessary. 

“‘A formal pension plan often costs less 
than the casual method of providing for 
over-age employees,” Mr. Dunckel said, 
“‘because under a well-planned program 
the employee may make contributions 
toward the pension fund, and the oppor- 
tunity for earnings from invested funds can 
provide a further accretion. In addition, 
there are substantial tax advantages which 
provide a further incentive for setting up 
a formalized program.” 

Calculating costs. Outlining the fac- 
tors to be considered in establishing a pen- 
sion plan, Mr. Dunckel said that the first 
thing the management of a business needs 
to know is what the plan will cost. ‘In 
calculating costs, several factors should be 
taken into consideration,” Mr. Dunckel 
continued. “These may briefly be sum- 
marized as follows: 

“First is the benefit formula, usually 
expressed as a percentage of salary per 
annum. Over a period of time, for a range 
of different types of business, this has 
averaged between 40 and 60 per cent of 
salary, including social security benefits. 
Next comes the factor of retirement age, 
which is usually 65 years for men and 60 
for women, with some tendency noticeable 
toward retirement age 60 for both sexes. 
Then the factor of eligibility must be 
determined, on the basis of length of wait- 
ing period, age, or a combination of both. 
Another element, vesting, in a number of 

, instances has been fixed at the end of 
: 20 years’ service contributions and age 55. 

“The final factor which determines the 

cost to an employer of a pension plan is, 
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proach is to accumulate funds in a trust 
and to buy individual annuity policies for 
employees when they retire, or individual 
life insurance policies which are convertible 
into annuities at retirement age.” 

Paying retirement and death benefits 
out of current income, but according to a 
formal plan, Mr. Dunckel said, is not 
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plan usually calls for expert assistance,” 
Mr. Dunckel concluded. “Fortunately, ; 
there are many sources of guidance and : . taf Pervkasty 
counsel. I suggest that bank officers in- Meret SO Re parte fr pees 
terested in the subject of retirement plan- 
ning consult with officers of retirement 
systems in the banking field, with actuarial These forms facilitate automobile purchases with bank credit 
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84 YEARS -« 62 BRANCHES 
In Central and South America 


Such long experience and direct branch connections are 
highly valuable to those who seek to develop business 
contacts in those countries. These branches are augmented 
by 9 offices in England, France, Portugal 
and Spain. More complete information 
about these extensive facilities may be 
obtained from the New York Agency. 
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application is approved the bank mails the 
Purchase Letter of Credit to the prospec- 
Limited tive buyer. This certifies to any auto- 
mobile dealer that credit up to a stated 
HEAD OFFICE: London, England maximum amount has been. arranged with 
New York Agency: 34 Wall Street the bank to finance the purchase of a car. 
Attached to the letter of credit is a State- 
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Thoroughly modern in appearance and operations is the Security State 


Bank, Pharr, Texas. 


Characterized by “‘big bank“ 


ment of Transaction which is filled out by 
the dealer and provides the bank with 
information needed to complete the mort- 
gage. With this form the individual can 
shop for any car just like a cash buyer. 

3. The Purchase Draft. On the reverse 
side of the Purchase Letter of Credit is a 
Purchase Draft which the dealer fills out 
for the net balance due him, and this is 
signed by the buyer. The dealer endorses 
the draft and deposits it in his bank just 
like a check. 

Another feature of the plan is that the 
bank insures the life of the borrower for the 
amount of the unpaid installments of the 
loan, without additional charge. Under 
The FIRST Plan, both new and used cars 
are financed at a 4% per cent discount rate. 
The plan went into effect May 1. 


* + e 


Some Clearings of Bank 
Advertising Ideas 


The question has been raised: “Is there 
a good set of rules or yardsticks with which 
a bank can check each advertisement, to 
make sure it measures up to a high stand- 
ard?” 

The following specifications have been 
suggested by banks and other authoritative 
sources: 

1. Select the right services to advertise. 
In general, these should be the items indi- 
viduals to be reached want from the bank, 
not necessarily those the bank primarily 
wishes to sell. 

2. Be timely in specific items listed in 
the advertisement, wherever possible. 

3. Make certain the ad appears in 
publications having the type of readers 
who need the services advertised. 

4. Make certain the copy has selling 


The patio is available to local groups 


efficiency, community leadership 


punch, and is something more than a mere 
descriptive listing of the bank’s services. 

5. Specify contrasts in type sizes and 
faces to give more of a dressed appearance 
to the ad, and to focus attention on a lead 
suggestion. 

6. Use illustrations whenever possible. 
Most newspapers have many advertising 
mat illustrations on file readily adaptable 
to the bank’s needs. 

7. Back up the newspaper advertising 
with bank displays in the lobby and in the 
windows. 

8. Ask for assistance from the news- 
paper ad representative. He is being paid 
to do everything he can to help the adver- 
tising produce maximum returns, and he 
has a direct interest in doing so. 

9. Study the advertising of other banks, 
for the ideas it affords. 

10. Try to put the “personality” of the 
bank into its advertising. This will in- 
crease recognition and create additional 
response. 


aa 


Somewhat in the same category is the 
following list of ‘“‘printed ideas’ which 
have proved to be successful salesmen for 
banks in the past. 

Blotters using a black blotting surface, 
with the reverse enamel side having the 
heading, ““This is your confidential black- 
out blotter. No one can read the blotter 
side. This black blotter keeps your mes- 
sages ‘in the dark’ and protects against 
forgery.”” There may be a tie-in reference 
to the safety value of using the bank’s safe 
deposit box service, etc. 

Novelty notebooks are ever popular. For 
instance, there is the one having on its 
cover the notation, ““What I know about 
women,” and the signature of a bank 





officer making the distribution. Inside are 
nothing but blank pages for note-taking. 

A folder mailed to brides-to#be, whose 
names can be garnered from local society 
columns, points out that the sure way for 
the bride to please her husband is through 
her ability to save and thus to protect 
their future. 

A courtesy card is an effective introduc- 
tory device which can be attached to a 
sales letter or folder containing a welcome 
to new arrivals to the community. 

City maps are nearly always retained i 
those who receive them. They can be 
made inexpensively, and ample bank 
advertising can be carried around the four 
sides of the map. 

Lists of club rosters comprise good will 
advertising which will long be kept by the 
members. 

Novelty letters are always good attention 
getters. One, bearing the heading ‘Hot 
News,” had the edges charred to dramatize 
the flaming importance of the message. 
This trick was done after printing by sear- 
ing the edges of the stacked letters. 

Employee post cards are used by a num- 
ber of banks in the solicitation of new busi- 
ness. These can be handwritten, mime- 
ographed or printed, then signed and 
addressed personally by the employee to 
friends and acquaintances. 


° * 7 


An Outstanding Small Bank 


In the Rio Grande Valley of Texas there 
is a country bank that has not only had 
its deposits multiplied by twelve during 
the past five years, but also can boast of 
many other points of interest. 

First, the active chairman of the board 
is Mrs. Shannon Jensen, who with her 
associates purchased the Security State 
Bank of Pharr, Texas, in May of 1941. 
Under her capable new management the 
deposits have grown from $500,000 to 
more than $6,000,000, floor space of the 
bank has been doubled and the number of 
employees tripled. 

Two of the outstanding characteristics of 
Mrs. Jensen’s institution are the “big 
bank” efficiency of its operations, and the 
extent to which it is community minded. 

Operations. On the first score, the bank 
has daily officer conferences at which a 
detailed review is 
made of the preceding 
day’s business. The 
monthly directors 
meetings are equally 
complete and explicit. 
Meaningless generali- 
ties are ruled out, and 
the monthly bank 
statement placed in 
the hands of each 
director covers that 
month’s activities in 
detail. Furthermore, 
the bank maintains 
an unusually com- 
plete set of records 
for an institution of 
its size. 

“The citrus and vegetable industry is 
the major business in our area,” Mrs. 
Jensen states, “‘and we have made every 
effort to know all there is to know about it. 
Our records on shippers and on current 
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shipping conditions are kept as up to date as 
we can keep them, and this information 
has proved invaluable to us and to our 
customers.” Each year the senior loan 
officer takes at least one trip to the major 
produce centers of the nation to check up 
on the systems employed by other financial 
institutions handling produce paper. 

Prior to her association with the Security 
State Bank, Mrs. Jensen had extensive 
experience in the investment banking field, 
and looks after her bank’s $3,000,000 invest- 
ment in securities. She believes that even 
the smaller commercial banks should have 
at least one trained investment officer. 

Community projects. Characteristic of 
the bank’s community mindedness is the 
beautiful patio at the rear of bank, which 
is available at all times to local groups 
without charge. This includes a shaded 
area with seats and tables for picnic and 


outdoor luncheons, a large barbecue pit, 


and flood lights for night illumination. 

Another community enterprise in which 
the bank is currently interested is the 
employment of a full-time social worker 
for the city of Pharr and near-by areas. 
“Under present plans the bank contem- 
plates underwriting the salary of a trained 
community social service worker,” Mrs. 
Jensen explains, “‘who will co-ordinate his 
efforts with such projects and organizations 
as child welfare, school truant officer, 
veterans’ organizations, crime prevention 
committees, anti-tuberculosis associations, 
public health officials, etc.” 

Mrs. Jensen is a regional vice-president 
of the Association of Bank Women. 

S + oa 


Record on G. I. Loans 


Figures released by the Veterans Ad- 
ministration disclose that the volume of 
G. I. loans is beginning to run into sizable 
totals, while defaults have been slight. 

By March 23 the number of home loans 
to veterans had soared over the 100,000 
figure, or 90.5 per cent of the G. I. loans 
of all categories, and the amount ap- 
proached a half billion dollars. The home 
loans averaged $4,636 per loan. Only five 
of the loans had defaulted, for which 
$6,713 was paid to the lenders. 

On the same date, approximately 7,500 
G. I. business loans had been made for a 
total of $23,458,097, and an average of 
$3,155 per loan. As expected, the per- 
centage of defaults was running.considera- 
bly higher than on the home loans, but 
was still comparatively low. Veterans 
Administration payments on defaulted 
business loans numbered 63 and amounted 
to $55,690 for an average of $884. 


° * * 


Bank Anniversaries 


The Farmers and Merchants National 
Bank of Los Angeles, oldest bank in 
Southern California, recently celebrated 
its 75th anniversary. The history of the 
bank is unique in that it has had only four 
presidents during its 75 years of existence. 
The incumbent president is Victor H. 
Rossetti. 

Another institution which recently cele- 
brated three-quarters of a century of 
progress is The First National Bank of 
Montgomery, Montgomery, Alabama. Its 
president is W. C. Bowman. 


...the way he builds 
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Californians like to use native % we 
materials such as redwood and ms 
adobe brick when they build. ™ 
Homes are low-slung, rambling, 
spacious — to take stream 

of natural settings and give 
expression to the widespread 
love for outdoor living. 





...and the way he banks 


Californians,comprising the great- 
est market in the West, look to 
Bank of America for their bank- 
ing services. Through its 493 
branches in 307 California com- 
munities this bank adds a valuable 
understanding of local conditions 
to a stable statewide organization. 


The California Trend”’ 


...a fact-based forecast. . .will 
help you plan your business if 
your plans include California. 
Write Dept. AD, 300 Mont- 
gomery St., San Francisco 20, 
or 660 So. Spring St., Los 
Angeles 54, for a free copy. 


Bank of America, a member of the Federal Reserve System and the 
Federal Deposit Insurance Corporation, has main offices in the 
two reserve cities of California—San Francisco and Los Angeles. 


4 RESOURCES OVER 5% BILLION DOLLARSP 


> | o~ ° 
Merk of America 


NATIONAI ASSOCIATION 





LONDON, ENGLAND, BRANCH: 12 NICHOLAS LANE, LONDON, E. C. 4 


BLUE AND GOLD BANK OF AMERICA TRAVELERS CHEQUES ARE AVAILABLE THROUGH AUTHORIZED 
BANKS AND AGENCIES EVERYWHERE 









































Specialized Banking Service 
... for National City Correspondents 


CCESS to the business markets of the world— 

both domestic and foreign—is available to your 

customers through The National City Bank of 
New York. 

Since 1897, when National City established its 
Foreign Department, arrangements with leading 
banks abroad have been steadily augmented. 

Today, in addition to its own 44 active overseas 
branches, National City has well established cor- 
respondent relationships with important banks 


throughout the world. 





National City’s senior officers are always available and ready to 

discuss problems relative to bond portfolios; efficient and prompt 

handling of collections; foreign department facilities and domestic 
and world-wide credit information. 





For the detailed story of the specialized facilities 
available and how they may best aid you in profit- 
ably developing customer relationship consult 
or write National City officers at Head Office. 


THE NATIONAL CITY BANK OF NEW YORK 


Head Office: 55 Wall Street 


65 Branches throughout Correspondent Banks 


Greater New York throughout the world 





MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Interview division, real estate loan department, California Bank, Los Angeles 


THE BANKING PROCEDURE 





G. |. Home Loans 


Out of California Bank’s study and experience has come 
this description of the “how’ of handling such credits 


HEN the Servicemen’s Read- 

justment Act became law in 

June, 1944, H. J. Mendon, 
vice-president, and the men under his 
supervision who operate the Real 
Estate Loan Department of California 
Bank, Los Angeles, studied the bill 
carefully, conferred at length and 
finally came up with the answer: “In- 
sofar as real estate loans are con- 
cerned, the G. I. Bill as written is 
largely unworkable.” 

Nevertheless, every veteran who 
came in looking for a_ residential 
property loan under the G. I. Bill was 
given a full and sympathetic hearing 
and every effort was made to assist him 
to get a roof over his head. In most 


By 
MICHAEL DONNELLY 


Assistant Advertising Manager, California 
Bank, Los Angeles 54, California 


instances, however, the words “rea- 
sonable, normal value” proved to be 
an insurmountable obstacle when the 
proceedings reached the appraisal 
stage. 

Real estate loans were made in spite 
of the appraisal hurdle and the first G.I. 
home loan made by the bank provided 
a veteran with 100 per cent financing. 
In this case the loan was for new con- 


struction, the builder kept his sights 
down on profit, and the $6,000 property 
was financed with a $4,800 prime 
FHA loan with secondary bank financ- 
ing of $1,200 fully guaranteed by the 
Veterans Administration. 

In the meantime, and in anticipa- 
tion of amendments being made to the 
Bill, California Bank was training a 
staff of G. I. loan experts, both in the 
field of realty and non-realty veterans’ 
loans. 

In July, 1945, Capt. E. S. Richard 
who had left the bank’s real estate loan 
department two years earlier to be- 
come a finance officer in the Army, 
returned to his desk, was elected an 
assistant vice-president, and was placed 
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Left to right: Captain E. S. Richard, assistant vice-president and head of the G. I. real 
estate loan division, H. J. Mendon, vice-president in charge of the real estate loan 
department, and loan applicant R. C. Corbaley, formerly a Lieutenant in the Navy 


The bank’s G, |: real estate loan division is headed by a veteran 


in charge of G. I. real estate loans. 

For several months after his return, 
Richard studied the G. I. Bill thor- 
oughly, interviewed local officials of 
the Veterans Administration, talked 
to hundreds of returning G. I.’s, who 
in their desperation to acquire housing 
for themselves and families, were will- 
ing to pay highly inflated prices with 
the knowledge that in just a few years 
they might suffer a depreciation in 
market value of as much as two or 
three thousand dollars on an $8,500 
property. 

Other veterans returning to the 
bank’s employ who had either previ- 
ously been in the bank’s real estate 
department or who showed an aptitude 
for the work were trained as experts. 


N March, 1946, the long awaited 

amendments to the G.1. Bill went into 
effect and the word “normal” was 
dropped, leaving “reasonable value” 
as the appraiser’s yardstick. Now the 
appraiser on the Veterans Administra- 
tion approved list was permitted to 
appraise in the light of current build- 
ing costs and current marketing condi- 
tions. 

A few days after the amendments 
became law the following letter signed 
by Vice-president Mendon was sent to 
all members of the Real Estate Loan 
Department: 

“Attached hereto is a self-explana- 
tory procedure letter covering G. I. 
real estate loans. It is requested that 
all personnel handling G. I. loans be- 
come thoroughly familiar with the 
contents of this procedure letter and 


with the new rules and regulations and 
administrative procedures underlying 
the amended G. I. Bill. 

“It shall be the bank’s policy to 
assist veterans in their financing prob- 
lems to the greatest possible extent 
commensurate with prudent lending 
practices. Personnel who interview 
World War II veterans are urged to 
handle such interviews in a manner 
which will assure good public relations, 
regardless of whether the interview 
develops an acceptable loan. Inter- 
viewers are to serve as counselors as 
well as lenders. 

“*Real estate loans, particularly those 
involving residential property, do not 
pose too geat a problem. In inter- 
views of this type we must satisfy the 
veteran and ourselves that he is pur- 
chasing a property at a price which he 
can afford to pay, involving a loan 
which his income will service without 
undue hardship. In today’s market, 
veterans must be cautioned against 
paying too heavy a premium for im- 
mediate occupancy. We appreciate 
that the veteran may have a decidedly 
inconvenient housing arrangement at 
present, but some thought should be 
given to the possibility that such in- 
convenience may be a lesser evil than 
incurring an obligation perhaps several 
thousand dollars greater than. the 
property: itself may be reasonably 
expected to be worth. In any event, 
and regardless of the feasibility of the 
veteran’s finance problem, it is neces- 
sary that each interview be handled 
tactfully and courteously. California 
Bank will strive to do its part in carry- 


ing out the intent and purposes of the 
new G. I. Bill.” 

An accompanying letter signed by 
Assistant Vice-president E. S. Richard 
is quoted in part: 

“The Veterans Administration | is 
now operating under the G. I. Bill, as 
amended, and we are prepared to 
accept and process real estate loans 
thereunder. Careful study of the 
Regulations and of the Outline of 
General Administrative Policies and 
Procedures is highly essential for all 
officers and employees who may be 
called upon to discuss financing prob- 
lems with veterans. 

“In the initial interview with the 
veteran there should be determined: 
- “1. The eligibility of the veteran. 

“2. The maximum amount of guar- 
anty or insurance credit available to 
the veteran. 

“3. The eligibility of the proposed 
transaction. In this connection it is 
important to conclude that the veteran 
can afford the property, and that he 
has sufficient income to service the 
loan based on employment having rea- 
sonable assurance of being permanent. 
Ordinarily, an individual, veteran or 
otherwise, should not obligate himself 
in excess of 25 per cent and preferably 
only 20 per cent of his monthly income 
for shelter, which would include pay- 
ment of principal, interest, taxes and 
insurance. 

“In some instances it will not be 
possible for us to make a loan unless 
the veteran has some cash or equity 
to put into the transaction. Our stand- 
ard yardstick of value insofar as the 


The bank’s paper work is held to a 





APPLICATION FOR REAL ESTATE LOAN 














uJ 4 44 
CALIFORNIA BANK 
To amortize 
L hereby apply for a loan of $.8,000.00 _ payable 8_ 4M 20 YO@rSmonthly including inter 
The security for the proposed loan consists of Residence - single feplly 
known as__000 aoe Bush Street Los Angeles 
Servet Abel eee, 
and legally described as follows 
Lot X Block Z Tract Y¥ 














owner 
+ The property is oceupied by at a total monthly rental of &. 





feme 


ENCUMBRANCES 


Holder Amount Mo. payments 


None 














My bank account is at California Bank 





May 15, 1046 
Davee 








16 west Z st 





Citrus 
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minim 
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One of California Bank’s home loan booklets 
describing the various plans it has de- 
veloped to meet the different requirements 


Wide experience in home loans 


unguaranteed portion of the loan is 
concerned is still our own appraisal 
formula with which you all are familiar. 

“Although we are legally permitted 
to, and in justifiable circumstances will, 
make real estate loans with maturities 


monthly payments on a full loan, i. e., 
60 per cent of appraisal value plus the 
maximum amount to be guaranteed 
by the Veterans Administration, pay- 
able over a 25-year period, will not in 
the first 5 years reduce the principal 
amount sufficiently to cover ordinary 
physical depreciation. 

““As a general rule, it will be the 
bank’s policy to preserve as much of 
the veteran’s guaranteeable credit for 
future use by him as is consistent with 
sound banking practice. For example: 
If, based on our appraisal and other 
factors, we should be willing to lend 
$5,000, unguaranteed, and the veteran 
requires $6,000 to complete his trans- 
action, we would request that only 
$1,000 of the note be guaranteed in- 
stead of $3,000. Inasmuch as the 
veteran will receive a credit of 4 per 
cent of the amount guaranteed, there 
may be cases where the veteran would 
prefer to have us take the full amount 
of guarantee; however, this should be 
discussed with the veteran and his 
wishes in the matter respected. 

“When the check for 4 per cent of 
the amount guaranteed is received by 
us, the veteran has the option of hav- 
ing it credited on the principal of the 
loan or on part of the interest accruing 
during the first year. Appropriate 
written instructions should be taken 
from the veteran after the check is 
received. It is desirable from our 
point of view to have the check used 
to cover accruing installments of 
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funded to the veteran even though 
advance payment may have been 
made on the loan. 

“It is requested that applications 
submitted for a combination G. I. and 
bank loan include in addition to the 
forms required as set forth hereinafter 
a credit memorandum giving as much 
information as is possible about the 
veteran including your recommenda- 
tion as to whether the loan should be 
processed under Automatic Guaranty 
or Prior Approval procedure. If a 
credit report is deemed to be neces- 
sary, it should be ordered at the time 
the application is taken. Some of our 
veteran applicants will not have been 
previously known to the bank, and 
we should, in those cases, request prior 
approval rather than proceed on the 
automatic guaranty. 

“Acceptable applications should be 
taken, on the basis of a combination 
bank and G. I. loan, under the follow- 
ing procedure: 

“Forward to the G. I. Loan Division 
of the Real Estate Loan Department: 

“1. Application. 

“2. Financial statement. 

**3. Original Honorable Discharge. 
If the discharge is of such a nature 
that the veteran’s service record can- 
not be established from the discharge 
itself, additional documents such as 
Statement of Service, Notice of Separa- 
tion, or other similar forms should be 
obtained. 

“4. Cashier’s check for $20 to cover 
































































































































































































































































































































up to 25 years, it is preferable that principal and interest. Under no cir- cost of appraisal. 
maturities be confined to lesser periods. cumstances is a portion of it to be “5. (For construction loans) plans, 
It is well to bear in mind that regular used for taxes or insurance, or re- See G. I. Home Loans—Page 59 
tO O% minimum. Both the application form, at left below, and the borrower’s financial statement, at right, are brief and simple 
a AUTOMOBILES OWNED (Schedlule D) 
a Year, Make ond Type - Value Liens How Payable Legal Owner 
yuan a “go” or “none” where necessary to complete information. , $ 
ZERANCIAL STAT Oats LIABILITIES OTHER THAN LIENS ON REAL ESTATE AND AUTOMOBILES (Schedule E) 
reou—tast— _3ehn_ bee gat Bert DS ‘To Whom indebted Nature of Obligation bate Freon Monthly a 
yen, ot gem me we Se ont 3 r) ; 
eriting of ony Rn ee yg ay 
Luding inter ca" toraer, seen eaetat gall bare oe pt a 
«4% Ter rime such furiher grea sewer" ecremie af the 
= Sages Sa face tet seems tes 
don anne geen oe az mk Seat key Semaad st aateer_ Tay, tat h estas eta 
any Sevan account Oh ee ia eur, pessemniom, from iste *6 gre ait obligations, of = ANNUAL EXPENSE 
ngeies spc ba"On Jo, Sg. egatica Spas ‘Reta ok Dak Sepa meson ft eon Monthly Payments ‘Ansoal Payments 
Selary or Wi 3,000 
Conninone foe cama eaten ford = 13 TRipmente X 12 s..540.00 
<= OF Liens on Real Estate Seams ne i 
Y — Liens on Automobiles Interest Received Other Inetallment Payments ss Upkeop of Real Estate “T8538 
e tothe teats. en ees panic aac mai Satan Redes iclaSlalabacad 
Notes Receivable, Secured (See Schedule B) fasaguiin tepid Total Annual Income 5,000 
er perenne a aged ere | Other Liabilities iin be ks cwchtonniervehpee tse. 
4 Automobiles (See Schedule D) y 
aie ae | Household Furniture 
ar Aseate | EMPLOYMENT—~Selt_.1 Other... PERSONAL HISTORY 
1 Bee resdetees poser ASSETS sri hon Soon Se Bah Mfg. Co. 
Address of Employer _X Street. ‘ 
LIFE INSURANCE RECORD ‘elephone No. MIO gan. 0000 | 
+. Insurance Employer's Bosinens........ Manafeoturing Re 
Hi Total Amount in force #10090... Gavesrn Nisens and The of Sepetter....2 0a. —~ --Pesition ezcupied with <akoe mn beakbeenss 
Int. Benelicta ey nnn EE Gane Seo: some er edule A) pet rea employment... years prior “y war - 6 months since return Nov. 1945 
Leans you married?,.YOS____If 00, give name of 
—— nian’ owed in | Market ————————F, Whom Paysbic ___ | Number of OMP PRS LR YER ie ee 
—_——- —a ia Tate Semeo S55 [Sr ros eneener ey seen oer hat, he a tert 
/ _mvantiominiinareneaies acitnsnvecesicsilcate co saesinaesens-enensenenennsnensnenecsnccceees > 
—_——__—— ame sag SII EAMETS Are there any suits, judgmenta, exccutions, attachments or ether legel provaedings pending agaiaet you), 
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} —— bows tereibed en = i! Pr = sa arty chan mae ga MY ee enn en en ded se at 
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PHASE of bank operations which 
A in the past has tended to be 
overlooked is the efficient buy- 
ing, storing, recording and disbursing 
of supplies. Bank officers, proud of 
other systems in their “shop,” have 
been prone to murmur apologetically 
that the supply room and records 
constitute “‘one of those jobs” that 
they plan to tackle in the near future. 
Increased attention has lately been 
focused on the problem because inven- 
tory costs have been soaring due to 
such factors as expanded activity, 
higher prices, and the tendency to 
“stock up” on critical items. Even 
smaller institutions are coming to see 
the need for installing card record 
systems, better storage facilities, some 
control over requisitions, histories on 
purchases, and similar improvements. 
As one banker has remarked, the 
money saved through such efficiencies 
is just as valuable to the bank as that 
derived from loans and investments, 
and represents no risk. 

In view of the heightened interest in 
the subject, the writer has visited three 
banks of graduated size having recom- 
mended programs for controlling sup- 
plies expenditures. One is a com- 
paratively small bank, another is of 
medium size, and the third is definitely 
in the big bank category. Following 
is a description of the improved proce- 
dures they have evolved. 


Chesaning State Bank, Chesaning, 
Michigan. For its size this $3,000,000 
institution has an unusually compre- 
hensive system for handling supplies 
and purchases, with such features as 
stock indexing, a novel method of 
establishing “low water marks,” and 
individual purchase record cards. It 
will be recalled that the bank was fea- 
tured in the March, 1946, issue of 
The Burroughs Clearing House, in an 
article by President Clarence W. 
Schafer titled “Improving Small Bank 
Operations,” in which he explained 
the bank’s general program for system- 
atizing its operations. 

The supply and purchase record 
which the Chesaning State Bank has 
set up is extremely inexpensive to 
install. According to President Schafer 
it only entailed an artist’s 10¢ paint 
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~Improvep ConTROL 
0f Bank SupPLigs 


By 
HARRY V. ODLE 


Associate Editor, THE BURROUGHS CLEARING HOUSE 


Many banks are directing attention to improving the 
efficiency of their methods for purchasing, storing 
and disbursing supplies ...as inventory costs expand 
and item usage increases. Here are three noteworthy 
instances involving banks widely differing in size 


NAME OF ARTICLE 


SPECIFICATIONS 


CARD NO. J 


__(List interim quotes on reverse side) 


ORDERED 


wren 


ono. no. quantity 1) 


Pmces ano Terue 


The Chesaning bank builds up a valuable history of purchases on the form 


brush and a 15¢ can of black paint for 
numbering purposes, fifty 3 x 5 stock 
index cards, a hundred 4 x 8 purchase 
record cards, and a rubber stamp. 
The supplies are stored in a small 
room in the bank’s basement. A first 
step in implementing the present sys- 
tem was to number the bins, cupboards 
and shelves. Next, a written inven- 
tory was compiled of the different 
items of supply, in each case listing the 
bin number, or cupboard and shelf 
number, where they were located. 
Following this, a purchase record 
card was made up for each article, 
providing for a record of the goods 


FROM WHOM 














GOODS RECEIVED » 


runt! Paid & 





ordered, quantity and source, goods 
received, price, and date the invoice 
was received. These cards were then 
sorted alphabetically according to 
name, and each item was given a 
corresponding stock number. 

This information was next copied on 
the stock index cards, showing first 
the stock number, then the name, and 
finally the location of the stock by bin 
number, or cupboard and shelf num- 
ber. Two complete sets of these cards 
were prepared. One set reposes in 
President Schafer’s desk, in front of 
the purchase record card file; since 
some of the items are cross-indexed, 
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the stock record cards sometimes assist 
in locating the proper purchase record 
cards. Another index is necessary for 
the stock room so that employees may 
readily locate stock -without being 
obliged to refer to the record file in 
Mr. Schafer’s desk. The numbering 
and indexing system prevents the con- 
fusion of having identical supply items 
in more than one place. 

The only other step involved in 
setting up the supplies control system 
was to have a rubber stamp made with 
the wording, “Re-Order Now.” This 
is stamped on individual packages of 
stock and other items so that they will 





The stock index card, right, facilitates locating supplies 


set up a warning signal that the supply 
is becoming exhausted. The stamp is 
imprinted on an appropriate package 
far enough removed from the last 
package so that an order may be 
placed and new stock received in time. 
Whoever takes such a specimen from 
the stock room brings it to the atten- 
tion of Mr. Schafer. 


T will be noted that, in the interest 

of simplicity, no attempt has been 
made to centralize the responsibility 
for removal of stock, to develop a 
special requisition form, to set up a 
perpetual inventory record showing 





quantities on hand at all times, or to 
introduce other complexities found in 
larger banks. While Mr. Schafer be- 
lieves that these steps may be indi- 
cated for banks two or three times the 
size of his institution, or larger, but 
that they would be superfluous for a 
$3,000,000 bank. 

The buying of supplies has been 
made more efficient through use of the 
purchase record cards. As _ supplies 
bearing the “Re-Order Now” imprint 
are taken from stock, Mr. Schafer lifts 
the proper purchase record card and 
places it in a “Want” file. He then 
either waits for a supply salesman, or 
orders by mail. “I often send samples 
and ask quotations from several houses 
on supplies needed, and list the quoted 
prices on the back of the purchase 
record card,” Mr. Schafer explains. 
“One soon learns the names of the 
concerns from which it is possible to 
buy to best advantage. We like the 
system because we are constantly 
creating our own history on _ pur- 
chases.” 

The duplicate copy of the purchase 
order is clipped to the purchase record 
card and kept in the file until the 
stock arrives, at which time the quan- 
tity is checked, and the required entry 
made on the record card. 

‘‘We keep the purchase record card 
in the ‘Want’ file from the time the 
order is placed until the goods are 
received and the invoice is paid,” 
Mr. Schafer adds, and he emphasizes: 
“We are creating on our purchase 
record cards a history of our purchases 





Cashier Wellman uses purchase record book 
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Mr. Parmelee, part-time employee, keeps stock room in top shape 
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BANK OF LANSING 


101 N. WASHINGTON AVENUE 
LANSING, MICH. 
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Date May 1 1946 _ On All Invoices, Delivery Slips, 
TO cases, Packages, Boxes, Etc. 
Capitol Printing Co. 
ADDRESS 117 W. Shiawassee St., Lansing, Michigan 
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Purchase data on each item of supply is recorded by Mr. Wellman 


which enables us to determine future 
quantity requirements based on the 
past, and to keep our prices in line.” 

An out-state banker to whom Mr. 
Schafer described the plan stated: 
“It is the most comprehensive system 
that I have run across and I have 
worked in seven or eight banks both 
in Montana and South Dakota. I 


have always felt that the buying of 
supplies is a job that requires a little 
studying, and is something that banks 
have neglected in the training of per- 
sonnel.” 

Mr. Schafer gives due credit to his 
organization for the effective function- 
ing of the bank’s supplies system. 
Joseph Danek, cashier, assists in the 






Bank of Lansing, a $25,000,000 in- 
stitution, keeps its supplies system 
simple, easy to maintain 


purchasing. Ben L. Peterson, assist- 
ant cashier, is in charge of the stock 
room and is responsible for its well- 
ordered arrangement. The other mem- 
bers of the staff are consulted in the 
purchase of forms which they handle. 


Bank of Lansing, Lansing, Michigan. 
Growth from a $6,000,000 bank to a 
$25,000,000 bank in the last five years 
made a change to a more adequate 
system of ordering and caring for 
supplies a mandatory step for this 
Lansing institution. 

At one time virtually everyone in 
the bank was in the habit of ordering 
supplies, and of helping themselves to 
them. This was obviously unsatisfac- 
tory, and the need for a change became 
more acute as the bank mushroomed 
in size. 

Now, Cashier Willard J. Wellman 
does all the purchasing, with the 
exception of advertising material which 
is handled by the president, Fred 
Marin. To control the requisitioning 
and systematic storing of supplies, 
Bank of Lansing has an arrangement 
which other banks of comparable totals 
may want to consider. This work has 
been centralized under one man of 
mature years, George A. Parmelee, 
who is employed half days at the bank 
and has another part-time position 
elsewhere. He is under Mr. Wellman’s 


supervision and works closely with him. 

From experience the bank has found 
this to be more satisfactory than to 
turn the stock room ‘over to young 
employees just out of high school, or - 
to part-time college students. 
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SUPPLIER QUANTITY 


LAST SIX YEARS 
9 
9 


INVENTORY 


NBD 915 
“VISIrecord”’ 


vic S428¢ 


NATIONAL BANK OF DETROIT. MICH.—- 
FORM PROTECIED BY U. ©. PA 
ieee, oy VISIBLE 


1. MOS. 1.079.566 & 1,713,048 & PAT, 
1 corr, 


with SE 
RECEIPT AND RETURN IT 


Eee Se Se 


NET UNIT PRICE 


F.0.c. DISBURSEMENTS 


ALL REQUISITIONS IN DUPLICATE AND SEND BOTH COPIES TO STOCKROOM. 
RETURNEO TO YOU WITH SHIPMENT—SIGN DUPLICATE TO ACKNOWLEDGE 
¥ TO DEP, INTEROFFICE MAIL. 





ARTMENT BY 1 
DESIRED (TEM iS NOT IN MANUAL, APPLY FOR IT ON SEPARATE REQUISITION. 


For 
orma) CESCRIPTION 


RECEIVED 
BY 





REQUESTED 
BY. 





23 


408 


NATIONAL BANK OF DETROIT 
STATIONERY AND SUPPLIES REQUISITION 
NBD 230 


QUANTITY 
REQUESTED 


FORM WO, aH); costiaicosT 


PuLeD BY 
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Improved requisition form, and three card records maintained for each item of supply 














New filing equipment facilitates recording of disbursements from stock 


Mr. Parmelee has had previous 
experience in a stationery store, knows 
supplies, and has given the bank many 
helpful suggestions regarding them. 
Moreover, in addition to supervising 
the stock room, he handles a number 
of other miscellaneous jobs. For ex- 


ample, he cuts the plates for the 
addressing machine, heads up state- 
ment sheets and addresses envelopes 
for month end mailings. He also 
transports the bank’s mail to the post 
office at the close of the work day, a 
task which previously was apportioned 


Many advanced ideas adaptable to 

smaller operations are contained in 

supplies system recently installed by 
the National Bank of Detroit 


among members of the staff and was a 
potential source of employee friction. 
Now the regular employees do not 
have to wait for the mail, but can leave 
when their own work has been com- 
pleted. 

Withdrawals of supplies from the 
stock room are controlled through 
requisition forms made out or author- 
ized by Mr. Wellman. While no 
numbering system is employed to 
facilitate the locating of desired items 
in stock, much the same objective is 
attained through having the supplies 


_ segregated according to function. Thus 


the supplies used by the safe deposit 
department are stored together, and 
the same principle applies to materials 
for the savings department, commer- 
cial tellers, note department, book- 
keeping department, collection depart- 
ment, and so on. 

It is quite possible that in the future 
the bank may install a perpetual in- 
ventory system embodying a card 
record, and utilizing specific “low 
water marks” or minimum quantities 

See BANK SUPPLIES—Page 61 
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HE banking system of Great 
Britain has undergone a long 
process of evolution through the 
centuries and has survived many 
emergencies and shocks. From the 
spectacular point of view, however, 
the removal of the London Bankers’ 
Clearing House to Stoke-on-Trent, a 
provincial town about 150 miles north 
of London having a population of 
300,000, easily takes first rank. The 
speed with which the move was accom- 
plished, and the smooth efficiency 
which has characterized its operation 
from the first day, would have done 
credit to General Patton’s army. 
When the war clouds were gathering 
in Europe, in 1938, the Committee of 
London Clearing Bankers unanimously 
decided that if hostilities started, the 
clearing house would have to be taken 
out of London. A decision had to be 
taken whether to divide the country 
into districts and have a provincial 
clearing house in each one, or whether 
to move all London clearing facilities 
to some reasonably safe area in the 
country as a single unit. There were 
good arguments on each side, but 
consideration of finding the necessary 
staffs for a number of clearings were 
found highly formidable. The deci- 
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London's War-lime 


CLEARING HousE 


By 
FRANK PLACHY 


London Correspondent, THE BURROUGHS CLEARING HOUSE 


British banks are proud of the spectacular removal 
of London Bankers’ Clearing House to its war-time 
location and of the smooth efficiency with which it 
operated from the first day. It introduced many new 
banking practices which may be expected to remain 


sion to move as a single unit was taken, 
and the results have been admirable. 

The site chosen was Trentham 
Gardens, about three miles from Stoke, 
which had been the ancestral home of 
the Dukes of Sutherland, later con- 
verted into a public park. A substan- 
tial building used as a dance hall was 
available, and this became the London 
Clearing House, now officially known 
as the Central Clearing House. About 
40,000 square feet of floor space was 
needed, and by utilizing a few near-by 
buildings this was found. 

The Central Clearing House as now 


Clearing House site, a dance hall on the Duke of Sutherland’s country estate 








operated is a much more compre- 
hensive institution than the London 
Clearing House ever was. Before the 
war there were a good many checks 
(articles, as they are called in England) 
that did not pass through the London 
Clearing House at all. All the banks 
cleared checks drawn on their own 
branches inside their own organiza- 
tions. Each bank also had what was 
called ‘““London Sundries,” comprising 
checks and documents drawn on non- 
clearing banks, drafts on shipping 
firms and commercial houses, warrants 
on Government departments, interest 
on Government securities payable at 
the Bank of England, and so on. In 
the national interest, it was felt that 
it would be safer and better in every 
way if all this miscellaneous clearing 
were merged in the Central Clearing 
House and this was done. Each bank 
had the option of transferring its own 
branches’ clearing to Stoke, and the 
majority of them, including the “Big 
Five,” did so. 

Before the war there were three 


clearings in the London Clearing 
House —Country, Metropolitan and 
Town. The clearing to which any 


particular check was to go was shown 
by the letter “C,” “M,” or ““T” in the 
lower left-hand corner of the check. 
Settlements of the three different 
classifications were made at different 
times. This has now been greatly 
simplified; the daily settlement be- 
tween all the banks is now made in the 
books of the Bank of England. 

The plans that had to be made to 
ensure the smooth transfer of the 
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Formerly there were three clearings. Now daily settlement is made on the Bank of England’s books 


nation’s clearings from London to a 
comparatively small city were on an 
army scale, and it would not be in- 
accurate to call them banking logistics. 
Sorting tables, desks of all descriptions 
and adding machine stands had to be 
provided in advance. The work had 
to be done without depriving London 
of enough equipment to carry on. 
More than 400 adding machines had 


to be got ready. A very large amount 
of electric wiring was necessary to 
illuminate the working spaces and over 
the machines. In the English climate 
sunshine cannot ever be taken for 
granted. 


T is obvious that perfectly syn- 

chronized co-operation with the post 
office and the railways would have to 
operate in the new quarters. Approxi- 
mately 7,000 envelopes or packages 
containing checks and documents to 
be cleared arrive at Stoke every 
morning and the same number have 


to be despatched at night. This 
called for a special contract for mail 
bags to carry the load. Finally, clear-. 
ing house employees have to eat, and 
arrangements had to be made to feed 
them. As the war progressed indus- 
trial canteens reached a high state of 
development in Britain, but this was 
not the case when the emergency first 
arose. Consequently the matter of 
catering was almost as serious as any 
other problem involved in the entire 
operation. 

It, was impossible to foresee, before 

See LONDON CLEARING HOUSE—Page 58 


A million checks are cleared daily by girls in their early teens 
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Resources... 
TO SPEED THE PACE OF PROGRESS 


This is the era of expanded growth and opportunity. As business presses forward to 
new achievements, it is the privilege of banks to h2lp speed the pace of progress. 


For many years, the Philadelphia National —Pennsylvania’s oldest and largest bank— 
has cooperated with hundreds of banks throughout the country to help commerce 
and industry take advantage of and widen their opportunities. 


We are constantly studying new ways and means to finance and serve business more 
effectively. With resources of over eight hundred millions we are in a position to extend 
substantial credit, devoid of unnecessary complications, to speed full production. 


We invite inquiries from other banks 


THE PHILADELPHIA NATIONAL BANK 


Organized 1803 
PHILADELPHIA 1, PA. 


MEMBER PEDERAL DEPOSIT INSURANCEB CORPORATION 


In writing to advertisers please mention The Burroughs Clearing House 
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WASHINGTON VIEWPOINT 
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Important Hearing on 
Farm Credit 


The American Bankers Association 
again went on record as favoring the 
Flannagan Bill to the exclusion of 
other measures introduced in recent 
months affecting farm credit agencies. 

John N. Thomson, chairman of the 
A. B. A. Subcommittee on Agricultural 
Credit of the Committee on Federal 
Legislation, testified before a Senate 
Committee on Agriculture and For- 
estry and outlined the Association’s 
reasons for supporting the Flannagan 
Bill. 

The Flannagan measure would create 
and establish a_ policy-making bi- 
partisan Agricultural Credit Board of 
seven members, three from each of the 
major political parties and one to be 
appointed by the Secretary of Agricul- 
ture. Under them would be an Agri- 
cultural Credit Administrator, who 
would be responsible for the execution 
of the act subject to the general 
supervision and direction of the board. 

The other bills also being considered 
by the Senate Committee on Agricul- 
ture and Forestry are: 

1. The Bankhead Bill which pro- 
poses to amend the Bankhead-Jones 
Farm Tenant Act to liberalize govern- 
ment lending for acquisition of farms, 
the enlargement of family-size farms, 
the repair and improvement of build- 
ings, for the refinancing of indebted- 
ness of undersized or underimproved 
farms, etc. 

2. The Cooley Bill. This bill would 
give basic legislative status to the 
Farm Security Administration, which 
now exists and operates under execu- 
tive order. Under this new legisla- 
tion, it would have to go to Congress 
each year for appropriation. The bill 
would set up in the Department of 
Agriculture a new corporation to be 
known as the Farmers’ Home Corpo- 
ration to which would be transferred 


*Left toright: N.V. Torgerson, president and 
cashier, Farmers State Bank, Adams, Minnesota; 
A. T. Fort, president, Farmers State Bank, 
Lumpkin, Georgia; John N. Thomson, vice- 
president and cashier, Bank of Centerville (South 
Dakota), chairman; Oluf Gandrud, president, 
Swift County Bank, Benson, Minnesota; John 
H. Crocker, vice-president, Citizens National 
Bank, Decatur, Illinois; Edgar McBride, presi- 
dent, Commercial Bank, Blue Hill, Nebraska. 
Present but not in the picture were Charles T. 
O’Neill, vice-president and trust officer, National 
Bank and Trust Company, Charlottesville, 
Virginia, and Edmund W. Thomas, president, 
First National Bank, Gettysburg, Pennsylvania. 





r GREGORY, Washington Correspondent 





A. B. A. subcommittee preparing testimony on conflicting farm credit bills* 


the functions, powers, and duties of 
the FSA. 

Mr. Thomson, vice-president of the 
Bank of Centerville, Centerville, South 
Dakota, pointed out to the Senate 
Committee that the Cooley Bill sets 
up a “purported system of mortgage 
insurance” under which commercial 
banks, insurance companies, and pri- 
vate lenders could make 90 per cent 
tenant purchase loans on farm lands 
for 40 years at 4 per cent, with the 
loans to be insured by the Farmers’ 
Home Corporation. 

He said he agreed that the provision 
of one-half of 1 per cent to be paid by 
farmers for insurance would not be 
sufficient to maintain sound insurance 
protection. 

“The insurance certificate would 
seem to be the equivalent of a govern- 
ment guaranteed obligation, and with 
the low interest rates now in effect on 
government securities we recognize 
that this insurance scheme might 
appeal to some banks,’”’ Mr. Thomson 
declared. “Banks should not rely on 
the government to insure their loans 
but should take their own risks. In- 
surance of loans is a dangerous opiate. 

“Furthermore, the insurance pro- 
posal in this bill, if it should be en- 
acted into law, could not fail to have a 
serious inflationary effect. Credit has 
never been more plentiful than it is 
now; nor has it ever been as cheap. 
In addition, if loans are to be insured 
or guaranteed by the Government, the 
inevitable result will be to encourage 
loose and unsound lending. Such 
artificial pressures to lend money would 
add to the inflationary fires. To the 
extent that more easy credit is made 
available, it will increase the competi- 
tion for farm land and contribute to 


the upward spiral in land prices, thus 
leading to a greater ‘bust’ when the 
balloon breaks.” 

Mr. Thomson was the last witness 
heard before the Senate Committee. 
He was preceded by representatives of 
the’farm organizations who urged that 
the best features of the Bankhead and 
Cooley Bills be combined in the Flanna- 
gan Bill, and endorsed this as a “‘logi- 
cal approach to the disposition of the 
three bills before the committee.” 

The Flannagan Bill has already had 
House approval. 

& Sd S 


Savings Bond Campaign 


The Savings Bond Division of the 
Treasury Department will launch on 
June 6, the first peacetime anniversary 
of D-Day in France, a campaign to 
continue the sale of savings bonds. It 
will extend to July 4. 

The theme of the drive is “Back 
Your Future.” 

Every effort will be made by the 
Treasury to impress people with the 
importance of retaining their war and 
victory bonds not only as a source of 
a future cash reserve, but as a means 
of combating inflation. 

Vernon L. Clark, national director 
of the United States Savings Bonds 
Division, has summed up the Treas- 
ury’s six aims in the sale of post-war 
bonds, as follows: 

1. To combat inflation by urging 
Americans to save for bond investment 
instead of bidding up prices for scarce 
goods with their surplus cash. 

2. To keep the savings bond invest- 
ment total around its present $48,- 
700,000,000 while money is plentiful 
and goods scarce in order to hold a 
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@ Here's the new simple, fool-proof method 
of buying fine letterhead paper. Look at 
the watermark. If it reveals the answers to 
these three questions, you'll have the fin- 
est paper available. 


The finest papers are made from cotton 


fibres . . . the more cotton fibre, the finer 
the paper. 

They're made by craftsmen, like the men 
at Fox River, who have been making fine 
cotton fibre papers since 1883. 

Ask your printer, lithographer or engraver 
about Fox River papers. He'll be glad to 
recommend the paper with the correct cotton 
fibre content for each business need. 


BOND, LEDGER AND ONION SKIN PAPERS 








FOX RIVER PAPER CORPORATION 


419-FS. Appleton Street Appleton, Wisconsin 
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reserve of spending for new homes, 
equipment for better living and at the 
same time to provide a backlog of 
financial security for all thrifty Ameri- 
cans. 

3. To foster the national thrift 
habit millions have acquired through 
patriotic buying of war bonds. From 
May 1, 1941, to March 31, 1946, 
Americans invested more than $57,- 
000,000,000 in Series E, F, and G 
bonds, more than $41,700,000,000 in 
E bonds alone. 

4. To carry on the payroll savings 
plan at the request of 90 per cent of 
the 27,000,000 wage earners who in- 
vested regularly in bonds during the 
war. 

5. To establish a thrift and national 
finance educational program for the 
25,000,000 pupils who by 1945 were 
regularly buying savings stamps and 
bonds. 

6. To keep ownership of the public 
debt spread among as many Americans 
as possible so the interest may go to 
them as holders of savings bonds 
rather than to a comparatively few 
banks, corporate or individual inves- 
tors. The Treasury believes that wide- 
spread holding of government bonds is 
a powerful factor for national unity 
and a strong stimulant of interest in 
affairs of government. 


7 ° S 


Housing Act Liberalizes 
Home Financing 


President Truman signed the Veter- 
ans Emergency Housing Act and 
thereby set the wheels in motion to 
provide 2,700,000 homes for veterans 
in two years through private construc- 
tion. 

Wilson W. Wyatt, Federal housing 
expediter, who under the law receives 
broad controls over building materials, 
prices and exports of scarce lumber, 
said the legislation threw the program 
“into high gear.” 

The measure provides $400,000,000 
for subsidies to encourage production 
of scarce materials. Mr. Truman 
termed this feature the “‘heart”’ of the 
program. The measure also increases 
by $1,000,000,000 the total amount of 
loan insurance which can be under- 
written by the Federal Housing Ad- 
ministration under Title VI of the 
National Housing Act. The President 
may increase the amount by another 
$1,000,000,000. The FHA’s operations 
under the $1,800,000,000 wartime Title 
VI authorization were terminated last 
September. 

Soon after President Truman affixed 
his signature to the Veterans Emer- 
gency Housing Act the Federal Sav- 
ings and Loan Advisory Council 
pledged to Mr. Wyatt energetic sup- 
port to the program. 


To expand and strengthen the 


association’s position for loan services 
in the important years ahead, the 
council recommended that member 
home financing institutions of the 
Federal Home Loan Bank System be 
required to maintain liquidity in the 
form of cash and government bonds 
amounting at least to 15 per cent of 
their share accounts as well as to carry 
deposits in their respective district 
Federal Home Loan Banks equal to a 
minimum of 1 per cent of shares. 

Meanwhile, Federal Housing Ad- 
ministration Commissioner Raymond 
M. Foley told the National Association 
of Mutual Savings Banks at their 
annual meeting held in New York City 
that the new $1,000,000,000 of loan 
insurance will enable private enterprise 
to meet much of the immediate hous- 
ing needs of the United States. 

Mr. Foley pointed out that of the 
four essentials to a housing program — 
land, men, materials, and money —the 
only one in sufficient supply at the 
present is money. Because of this, he 
said, the pressure on lending institu- 
tions to go beyond the bounds of sound 
banking is increased, together with 
their responsibility. 

“There are today all sorts of induce- 
ments to easy borrowing and hard re- 
payment in connection with housing,” 
Mr. Foley said. ‘““The lending institu- 
tions which can say that it closely 
examined values offered, that it really 
studied the interest of the veteran 
whose credit and whose earnings were 
at stake in the transaction —that 
institution will be the one with a com- 
fortable feeling of public duty well 
done.” 

Under Title VI as amended, the 
FHA may insure mortgage loans up 
to 90 per cent of the “necessary cur- 
rent cost” of the property involved 
including land. Use of necessary cost 
as the basis for determining the mort- 
gage amount distinguishes Title VI 
insurance from the FHA’s regular 
Title II operations under which long- 
term “‘appraised value” on “‘econom- 
ically sound” projects determines the 
loan amount. The difference, accord- 
ing to FHA, will make it possible for 
the time being to insure loans even 
though necessary costs may be out of 
line with estimates of long-term value. 

The Emergency Housing Act also 
increases the amount of an individual 
loan which the FHA may insure, 
recognizing the higher building costs 
which are being experienced in most 
parts of the country. 


* ° Sf 


Senate-Approved British 
Loan Now Before the House 


It was touch and go, but the bill to 
grant Great Britain a loan of $3,750,- 
000,000 hurdled obstacles in the Senate 
and when the final vote was in, the 
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NEW YORK 


AUTO PLAN 


GOOD BUSINESS FOR BANKS 
a 


Whether it serves greater New York’s Eleven Million or Medina’s Five 
Thousand, no bank is too large or too small to benefit from the Bank 
and Agent Auto Plan. In all parts of the country, in all sizes and types 
of communities, banks have proved that this Plan is good business. 


A growing volume of desirable loans is coming in through the efforts 
of trained insurance agents working in co-operation with the banks. Wider 
contacts among above-average customers provide more prospects for other 
bank services. Public good will results because clients may save money on 
financing and get more complete insurance protection and service. 


As good business and as a service to your community, the Bank and 
Agent Auto Plan deserves your serious consideration. But it is important 
to act now, before the growing volume of auto business is diverted into 
other channels. For information, contact your American Bankers’ Associ- 
ation, the National Association of Insurance agents, the local A®tna 
representative, or headquarters of this company. 


FAETNA CASUALTY AND SURETY COMPANY 


Affiliated with fEtna Life Insurance Company 
Automobile Insurance Company — Standard Fire Insurance Company 





HARTFORD * CONNECTICUT 


In writing to advertisers please mention The Burroughs Clearing House 
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Senate approved it by a vote of 46 to 
34. The 12-point margin was exactly 
what majority leader Alben W. Bark- 
ley, of Kentucky, had predicted. 

The bill is now before the House 
Banking and Currency Committee. 
Administration leaders have predicted 
that, despite opposition, the measure 
will be passed by a substantial margin 
of yeas. 

Secretary of the Treasury Fred M. 
Vinson was the first witness when the 
House Banking Committee opened 
hearings on May 14. Mr. Vinson said 
that the loan would prevent the for- 
mation of economic blocs, emphasizing 
that a dollar-impoverished England 
would have to form protective sterling 
spheres to safeguard sterling exchange. 

Marriner S. Eccles, chairman of the 
Federal Reserve Board, told the com- 
mittee that Britain needs the $3,750,- 
000,000 loan “because they have just 
finished an all-out war against our 
common enemies. 

“They need a blood transfusion to 
help them regain their international 
economic health,’ Chairman Eccles 
said. ‘The proposed credit is not and, 
therefore, should not be judged as a 
commercial loan. It is more like a 
draft on a blood bank.” 

Charles S. Dewey, a vice-president 
of The Chase National Bank, and a 
former member of the House Banking 
Committee, said that the loan was a 
“‘smart gamble.” He also described the 
credit as “the keystone to the arch of 
world trade stability and future peace.” 

Mr. Dewey told his former col- 
leagues: ‘“‘How deluded we would be 
if while believing we will shortly be 
released from domestic controls, we 
one day awaken to the realization that 
due to our short-sightedness we have 
slipped into a position requiring con- 
trols on our foreign business.” 

W. Randolph Burgess, vice-presi- 
dent of The National City Bank of 
New York, endorsed the loan as a 
“safeguard to human liberty.” He 
declared that the world “is in a 
desperately difficult economic, finan- 
cial and political situation,” facing the 
danger of losing the peace again as 
after the First World War. 

Also endorsing the loan was W. L. 
Hemingway, president, Mercantile- 
Commerce Bank and Trust Company, 
St. Louis, and chairman of the execu- 
tive committee of the American Bank- 
ers Association. 


° ° 


Eccles Asks Greater Control 
Over Money Market 


Marriner S. Eccles, chairman of the 
Federal Reserve Board, believes that 
“too much of the public debt has al- 
ready been financed by the commercial 
banking system.” 

In a statement to the House Bank- 


ing and Currency Committee Mr. 
Eccles said that if a shift of huge hold- 
ings of government securities from the 
commercial banking system into other 
channels is to be undertaken, it must 
not be done at the expense of the 
Treasury Department. 

Chairman Eccles said that this shift 
can be effected by stiffening short- 
term interest rates, or giving the 
Federal Reserve Board additional au- 
thority to deal with the problem. The 
statement, which was requested by the 
House Banking and Currency Commit- 
tee in order to obtain the view of 
Mr. Eccles on this problem, follows: 
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“Too much of the public debt has 
already been financed by the commer- 
cial banking system. The excessively 
low yields on government securities is 
due to the intense competition by the 
banks to add to their holdings of 
longer-term, higher-coupon securities. 
They continue to sell their short-term 
securities to the Federal Reserve 
banks, and with the reserves thus 
created, the banking system as a whole 
is enabled to purchase six times the 
amount. In a word, the market today 
is largely made by the commercial 
banks. — 

“This process of shifting from the 
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First” for Banks 


For more than 80 years promptness, efficiency, 
and friendly contacts have characterized The 
First National Bank of Chicago relationship with 


correspondent Banks. 


These qualities have been developed by an 
intimate knowledge and appreciation of the 
problems and the needs of out-of-town banks. 
How successfully The First of Chicago has met 
the requirements of correspondent banks is 
attested to by the ever increasing number of 
banks that take advantage of the complete facili- 
ties available to them at The First. 


Your bank is cordially invited to make this bank 
your Chicago correspondent. 


The First National Bank 
of Chicago 


Growing with Chicago and the Nation Since 1863 


: MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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shorter-term to the longer-term securi- 
ties cannot be stopped unless the 
short-term rates are permitted to in- 
crease until the shifting is no longer 
profitable, or unless Congress is willing 
to give the Federal Reserve adequate 
authority to deal with the situation. 
The first method, that of increasing 
the short-term rates, would be ill- 
advised, as it would increase the cost 
to the Treasury of carrying the debt, 
this adding to bank earnings which are 
already very large. 

“The way banks in this country 
have been permitted to buy govern- 
ment securities of their own choosing 
is in sharp contrast to British and 
Canadian methods of debt manage- 
ment. Those countries have deter- 
mined the amount of bank credit they 
would use and the rate they would 
pay. They have confined their bank 
borrowings to short-term paper at 
what I understand is a % rate, and 
prohibited the banks’ owning other 
Government securities except as re- 
lated to savings funds. 

“Until some adequate control can be 
exercised over the amount and kind of 
Government securities that our com- 
mercial banking system can hold, it 
would be inadvisable to make avail- 
able to the market for the purpose of 
absorbing surplus money additional 
long-term securities, even though they 
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are not eligible for banks to buy, be- 
cause the eligible securities held out- 
side of the banks would in all proba- 
bility be sold to the banks and the 
proceeds used to purchase the higher 
yielding new issues from the Treasury. 
Even though the funds thus obtained 
by the Government were used to pay 
off short-term maturing debt largely 
held by the banks, the banks would be 
likely to replace through market pur- 
chases the amount that was paid off. 
Hence, nothing would be accomplished 
towards halting the monetization of 
the debt and reducing the money 
supply. 

“‘We must not shut our eyes to the 
realities of the situation as I have out- 
lined it if we expect to stop a further 
decline in the long-term interest rate, 
or to bring about an improvement in 
the rate more in line with the longest 
term 2% per cent rate being paid by a 
Government on the last market issue.” 

* Sf 7 


Organizational Work on 
World Bank and Fund 


Camille Gutt, successively journal- 
ist, soldier, economist and Belgian 
Minister of State, has been elected 
managing director of the $8,800,000,- 
000 international monetary stabiliza- 
tion fund. 


The fund which has modest quarters 
in the Washington Hotel, directly 
across from the Treasury Building, 
will move to its new home at 1818 H 
Street, N. W., Washington, D. C., 
sometime in June. 

Mr. Gutt and his executive directors 
are now concerned with various prob- 
lems arising from the organizational 
standpoint. Some committees have 
already been appointed to do the spade 
work in putting the fund into oper- 
ation. 

At his first press conference, Mr. 
Gutt revealed that he did not expect 
the fund to begin large-scale operations 
until next fall. No date has been set 
for the beginning of stabilization of 
currencies. 

Meanwhile, the membership com- 
mittee of the fund is studying the 
applications of Syria, Lebanon, Italy 
and Turkey for membership. Argen- 
tina, it is said, has made discreet in- 
quiries about joining. 

Failure by the United States to sub- 
mit a candidate for the post of presi- 
dent of the $7,600,000,000 world bank 
for reconversion and development was 
given as the sole reason why executive 
directors of the institution have re- 
frained from making important deci- 
sions as to the future lending policy 
of the bank. 

Emilio G. Collado, American execu- 
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We are fast friends 


Nothing is prized any more highly by 
The Pennsylvania Company than the 
warm, firm friendship that exists be- 
tween this old financial institution and 
its Correspondent Banks. 


This fine friendship keeps us eager 
to render the very best service it is 
possible for us to give. 


And our Correspondents are appre- 
ciative. They especially like the great 


speed with which we handle transit 
items. In fact, our speed is as fast as 
the airplane, for we are one of the 
nation’s largest users of air mail for 
check collection purposes. 


All in all, our relationships with our 
Correspondent Banks show just how 
much mutual understanding and co- 
operation really mean to those in the 
banking business. 


THE 


PENNSYLVANIA 
COMPANY «.: snscnscrs 0. 


LIVES AND GRANTING 
ANNUITIES ¢ Founded 1812 


PHILADELPHIA 


MEMBER FEDERAL RESERVE SYSTEM e FEDERAL DEPOSIT INSURANCE CORPORATION 
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SE IRE RENS 





ARE YOU LOOKING 
TOWARD THE 


PACIFIC NORTHWEST? 





D° the growing markets and tremendous resources 
of this region figure in your future plans? 

Here, ready to serve you, is a banking institution 
that knows intimately the needs and possibilities of 
this district—that covers the State of Washington with 
its 40 conveniently located offices. 

If your operations include any kind of installment 


sales to consumers, we offer a complete consumer credit 


service, financing dealer stocks and carrying their in- 


stallment paper. 


This Bank has ample facilities for any kind of com- 
mercial banking relating to domestic or export trade. 

When you visit the Pacific Northwest, come in and 
get acquainted. If you wish information, the executive 
most familiar with the particular subject in question 
will gladly assist you. 


Member Federal 


Reserve System 


Vain Office — Seattle 
Spokane and Eastern Division — Spokane 
| | 





In writing to advertisers please mention The Burroughs Clearing House 


Member Federal Deposit 


Insurance Corporation 
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tive director of the bank, acting as 
temporary chairman disclosed that a 
subcommittee has been appointed to 
study the investment eligibility of the 
bank’s securities for insurance com- 
panies, savings banks and trustees. 

Commercial banks are permitted to 
invest 10 per cent of their surplus and 
undivided profits in the bank’s securi- 
ties. 


® o 


Expediting Approval of 
G. I. Loans 


The Veterans Administration has in- 
stalled teletype machines in its 70 
regional offices to expedite approval of 
loans under the G. I. Bill of Rights. 

An official of the Veterans Adminis- 
tration said the new teletype system, 
plus simplification of procedure to- 
gether with experience gained by per- 
sonnel has greatly contributed to the 
facilitation of loans and has reduced 
the work of lenders. 

The cutting of red tape is also 
expected to contribute to the speeding 
up of applications. Under the new 
teletype system a bank wishing to 
check the eligibility of a prospective 
borrowing veteran simply files a form 
with the regional office. 

The form is sped to the Veterans 
Administration main financial office in 
New York. When the facts are 
checked, then the New York office 
sends to the regional office Form No. 
1866, confirming the eligibility of the 
borrower, the guarantee and the pur- 
pose of the loan. 


° o a 


Bill Would Hike Price 
of Silver 


The Senate Banking and Currency 
Committee has approved a bill intro- 
duced by Senator Abe Murdock of 
Utah authorizing the Treasury De- 
partment to buy domestic silver at 
90.3 cents an ounce and sell it at that 
figure. The bill calls for a price rise to 
$1.29 an ounce after two years. 

Originally a plan for making silver 
available to industrial users was ap- 
proved by a subcommittee as a rider 
to the House’s Treasury-Post Office 
Appropriations Bill. The measure, 
now pending before the full commit- 
tee, may be turned down in view of the 
fact that the Murdock bill has already 
been approved by the Senate Banking 
and Currency Committee. 

The House version provided for sale 
to industrial users of unobligated silver 
held by the Treasury, at 71.11 cents 
an ounce. 

The Treasury Department, although 
“reluctantly”’ willing to support a 90- 
cent price level, is opposed to a rise in 
the price which, in effect, would 
monetize the metal. 
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Built For Your Future... 
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Defoe’s “Working Walls’* are distinctly a 
modern innovation. They put between-room wall 
space to work for the housewife and provide 
more storage while actually saving room space. 




















T TAKES a lot of time and work to transform thought 
] into reality. Things like the new Defoe Homes don’t 
just happen. Back of them are the skill and experience 
born of more than forty years of painstaking workman- 


ship under the exacting traditions of the shipbuilder’s art. 


e e For more than four decades everything Defoe has 
produced has been built to perform perfectly—and built to 
last! What the Defoe organization has learned in all those 
years has now been translated into the comfort, the con- 
venience, and the economies of the new Defoe Homes. 
They will be a definite contribution to the better things 


for better living in the good times which lie just ahead. 


| HOUSING DIVISION 
i DEFOE SHIPBUILDING COMPANY Dept. BCH-4 


+ | BAY CITY, MICHIGAN 
RADE NAME 


REGISTERED 


Dajoe 


Please send me the descriptive brochure on the new Defoe 
Homes. : 








Street__ 


City and State 
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American Bank Credit Plan 


4 Supports automobile Dealers 1007... | 


4 Member Banks render all 


THE DEALER AS A KEY FIGURE 


The American Bank Credit Plan 
joins in the forceful objections 
voiced by Dealers against those auto- 
mobile financing programs which 
are intended to deny the Dealer his 
appropriate reserves on time-sales 
transactions, on which the Dealer 
renders continuing, essential ser- 
vices. 

We consider the Dealer to be the 
strongest and most important link 
in the chain of motor car distribu- 
tion. Any financing activity which 
results in weakening this link will 
be costly both to the industry and 
the consumer. 

Facts and experience amply prove 
that any plan which does not work 
with, through and for the Dealer’s 
best interests will fail to secure and 
hold any substantial volume of 
business. The American Bank Credit 
Plan squarely meets this objection, 
since it is designed exclusively for 
Dealers. 


IMPORTANCE OF LOCAL BANKS 
The American Bank Credit Plan 


goes beyond the customary services 
of a finance company, which can 
never rival the position in the com- 


* 
munity held by the local bank— 


the logical and economical source 
of credit both to Dealers and con- 
sumers. This nation-wide, co-ordi- 
nated Plan of automobile financing 
is being developed through Com- 
mercial Banks for Dealers through- 
out the country, under a program 
which provides every business serv- 
ice, is flexible enough to meet all 
Dealer requirements, and insures 
excellent local Dealer-Bank service. 


OUTSTANDING DEALER-BANK PLAN 


Conditions today demand that 
automobile finance plans for Dealers 
and their customers be more highly 
specialized and thoroughly compre- 
hensive. The ultramodern and suc- 
cessful approach to the business 
provides for many different kinds 
of services for Dealers . . . services 
which help Dealers increase time 
sales and compensate them propor- 
tionately for doing so. The progres- 
sive American Bank Credit Plan 
meets all modern requirements of 
the industry and the time buyer. 

This Plan has been heartily en- 
dorsed by Banks and Dealers as “the 
outstanding postwar Dealer-Bank 


Plan.” 


Dealer financial services... 
* 


BENEFITS FOR CAR BUYERS 


Member Banks, in addition to 
giving complete Dealer financial 
service, extend to the car buyer 
personal, friendly, and courteous 
service, with a dignified bank credit 
relationship. 

The Customer receives the kind of 
treatment from Member Banks that 
makes him want to buy his future 
car from the same Dealer. 

Further, the car buyer secures the 
benefits of a country-wide service 
which gives him essential insurance 
protection on his car, and attractive 
Safe Travel coverage for himself. 
This enables him to enjoy protected 
motoring wherever he goes. 


NATION-WIDE LOW COST SERVICE 


Summing up, the American Bank 
Credit Plan enables Member Banks 
throughout the country to offer a 
national, low cost, extraordinary 
service, which assures the automo- 
bile Manufacturers, Distributors, 
Dealers and buyers of automobiles, 
the most complete and attractive 
time-purchase plan ever offered. ... 
a Plan that gives— 


“more than money can buy.” 


American Bank Credit Plan s,cxsoes wy: 





American Installment Credit Corporation 
420 Lexington Avenue, New York 17, N. Y. 


The foremost Dealer-Bank Pian in the automotive field 
offered exclusively through Dealers 
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The PERSONALITY SPOTLIGHT 








Banking lost the services of one of 
its most successful and able execu- 
tives in the death of William Hicks 
Thomson, at 57, following an oper- 
ation. President of The Anglo Cali- 
fornia National Bank of San Fran- 
cisco for the past seven years, he is 
widely credited with having done an 
outstanding job in connection with the 
institution’s rapid progress. 

*“*Bill” Thomson’s rise to high places 
in banking was due to self study and 
application. Starting work when he 


was 13 years old, his education was. 


obtained in night schools. When he 
was 18 he began his banking career as 
a runner in the First National Bank at 
Pasadena. He became prominent in 
A. I. B. affairs and in time became 
president of the Los Angeles chapter. 
He gained executive experience in both 
Los Angeles and Phoenix, Arizona, 
banks. Before coming to San Fran- 
cisco he was for ten years senior or 
executive vice-president of California 
Bank, Los Angeles. 

In Mr. Thomson was a rare combina- 
tion of traits: a mathematical mind 
yet a hearty liking for people and a 
flair for story-telling; old-fashioned 
conservatism in bank management 
and modern progressiveness in bank 
development. 

His successor as president at Anglo 
California is Allard A. Calkins, who 
has served as a director of the bank 
since 1938 and as first vice-president 
since February, 1940. A native of 
San Francisco, Mr. Calkins has been 
active in bank, trust and financial 
circles of that city. He was graduated 
from the University of California in 


The late WILLIAM H. THOMSON 





ALLARD A. CALKINS, his successor 


Mr. Calkins is new president of The Anglo California National Bank 


1911 and later, while engaged in the 
private practice of law, was on the 
faculty of the University. He-is a son 
of John U. Calkins, former governor 
of the Federal Reserve Bank-of San 
Francisco. 

For years the new president has 
been a member of the policy-making 
committees of the bank, namely, the 
executive, senior loan, trust and in- 
vestment committees. 


& 


The current trend toward bank 
consolidations continues, an important 
development being the merger last 
month of the State National Bank of 
Houston with the First National Bank 
in Houston. Based on year-end figures 
this created an institution with com- 


bined deposits of $221,207,837, more 
than 50,000 accounts, and a capital 
structure in excess of $8,500,000. The 
merged banks will operate under the 
First National name and will occupy 
its quarters. 

Officers and persofnel of both banks 
are retained under the consolidation. 
John T. Scott is chairman of the 
advisory committee and F. M. Law 
is chairman of the board, as before. 
J. A. Wilkins, vice-chairman of the 
board, was board chairman of State 
National. P. P. Butler is president 
and W. A. Kirkland is executive 
vice-president and chairman of the 
executive committee, retaining their 
former First National positions. H. M. 
Wilkins, formerly president of State 
National, is now an executive vice- 


Among top officers of the First National Bank in Houston, following an important merger 


Messrs. P. P. BUTLER, J. T. SCOTT, W. A. KIRKLAND, F. M. LAW 


Messrs. J. M. JACKSON, J. A. WILKINS, H. M. WILKINS, A. H. KING 
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president of the combined institution. 
Two First National vice-presidents, 
W. S. Cochran and M. D. Jenkins, 
are now senior vice-presidents. Other 
officers retain the titles which they 
held with their respective banks. 

The First National Bank welcomed 
the customers and personnel of the 
State National not only with full-page 
newspaper advertisements but also 
with a special radio program titled 
“A Cavalcade of Houston.” 


e 


Another merger, that of the First 
National Bank of Paterson (New 
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F. R. PETERSON B. P. RIAL 


Jersey) and the Paterson National 
Bank to form the First Paterson Na- 











wibual 


to West Coast People 





















ANGLO 


CALIFORNIA NATIONAL 


BANK 


Head Office: 
1 Sansome Street 
San Francisco, 20 
Other offices in 
San Francisco 
Ockland 
Berkeley 

San Jose 

Palo Alto 
Bakersfield 
Chico 

Hanford 
Lemoore 
Modesto 

Red Bluff 
Redding 


These people mean business— business 
for you. For they’re part of the regional 
shift making the West Coast such a phe- 


nomenal market. 


Watch California’s population, for in- 
stance: 6 million in 1940, 7 in 1942, 8 
in 1944. Now well over 9 million at latest 
estimate. And still they come—to this 
center of the West Coast. Naturally sth , 


pull your business interest West, too. 


Here, you'll need the right a At geo- 
graphic, strategié and economic center 
— Anglo Bahk invites your business. Cor- 
respdpdents find valuable our specialized 


Western experience since 1873, our 22 


offices in important central markets, re- 
sources of over half a billion, and 
established connections. Altogether 
big enough, but not too big, 

for special attention to 
your affairs...at West 


Coast center. 


Member Federal Deposit Insurance Corporation 





In writing to advertisers please mention The Burroughs Clearing House 





tional Bank & Trust Co., has been 
approved by stockholders and consoli- 
dation is expected shortly. The merger 
plan contemplates having F. Ray- 
mond Peterson, chairman of the 
board and president of the First Na- 
tional, serve as chairman of the board 
and chief executive officer. Benjamin 
P. Rial, president of the Paterson 
National, will become president and 
trust officer. The new bank will have 
capital and surplus of $5,000,000 and 
resources of more than $80,000,000. 


Sf 


One of Canada’s foremost bankers, 
Morris W. Wilson, president and 
managing director of The Royal Bank 
of Canada, died May 13 at Montreal 
at the age of 63 years. He started 
with Royal Bank at Lunenburg, Nova 
Scotia, in 1897. Following service in 
all parts of Canada he became general 








MORRIS W. WILSON 


Prominent Canadian banker succumbs 


manager in 1929 and president in 1934. 
During World War II he was chairman 
of the important British Supply Coun- 
cil in North America, and spent much 
time in Washington, D. C. 
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One of the nation’s best-known 
savings bank executives, A. George 
Gilman, president, of the Malden Sav- 
ings Bank, Malden, Massachusetts, has 
been elected president of the National 
Association of 
Mutual Savings 
Banks. Other 
newly elected 
officers are: vice- 
president, Earl 
B. Schwulst, 
executive vice- 
president, The 
Bowery Savings 
Bank, New 
York; treasurer, 
Edmund P. 
Livingston, 
vice-president, Union Dime Savings 





A. G. GILMAN 
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PROTECTION! 


Cummins Machines for every Multiple Marking Operation 


For 
CANCELING CHECKS 
Perforating cannot be altered. 


Permanent protection for you 
and for your customers. 






“You can’t erase a hole” a 
Model 76 








ENDORSING CHECKS SIGNING CHECKS 


Save Time... “Endorse as you 
list or prove”. Use with any 
listing or proving machine. 


Plates for endorsing and check 
signing are interchangeable . . . 
convenient ... economical .. . 
Medel 250 efficient. 








For 


TIME PAYMENT COUPON BOOKS 


Due Date, Control Symbol, Account Number, Monthly 
Payment up to 36 months “ALL INONE OPERATION”. 


OF gin 2 i 
2 ear. 


Model 650 









For 


CANCELING WITHDRAWAL SLIPS — CHECKS t; 
VALIDATING LEDGER SHEETS 


NUMBERING ACCOUNTS i : pts ; 





Hand operated, lightweight, portable. 


Send coupon for complete information 





Cummins Business Machines 
Division of A. S$. C. CORPORATION 


Formerly CUMMINS PERFORATOR 
Model 39 4740 Ravenswood Avenue, Chicago 40, Illinois 


Please send information on equipment checked below. 


(1 300 Portable Electric Perforator 

(C1) 76 Heavy Duty Electric Perforator 

(1 250 Electric Endorser and Check Signer 
() 650 Coupon Book Perforator 

() 39 Hand Operated Perforator 


Specialists in manufacturing perforators, 
check endorsers, check signers, receipters. 


“Safeguarding your transactions” 
Company 
Address 
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1, 2, 3, 4—lit up. 6, 7, 8, 9, 10 —lit 
up. 5 — dark. 


Night after night — same story. The 
force on the Fifth makes the train. The 
others, hurried and harried, spend 
extra hours on a treadmill. 


Overtime can be necessary — espe- 
cially during vacations. But lights 
burning for nights on end are often a 
sign of inefficient business forms. Here, 
a Moore specialist tan help. 


Moore Business Forms, Inc., studies 
your business forms one by one — in 


co-operation with your staff. When a 
change will benefit, Moore recom- 
mends change. Moore spots corners 
to cut in printing, scrutinizes quan- 
tities. In some cases one custom- 
designed form can replace three or 
four old forms — reducing laborious 
recopying and the margin of human 
error. 


An Albany manufacturer writes: 
“Installation of your four-part Fanfold 
billing form and three-part Speediset 
has increased clerical output per hour 
with no appreciable increase in form 


AMERICAN SALES BOOK CO., INC., NIAGARA FALLS; ELMIRA, N. Y. 
PACIFIC MANIFOLDING BOOK CO., INC., EMERYVILLE; LOS ANGELES, CALIF. 
GILMAN FANFOLD CORP., NIAGARA FALLS, N. Y. 


COSBY-WIRTH MANIFOLD BOOK CO., MINNEAPOLIS, MINN. 

MOORE RESEARCH & SERVICE CO., INC., NIAGARA FALLS, N. Y. 

SOUTHERN BUSINESS SYSTEMS, INC., ORLANDO, FLA. 

MOORE BUSINESS FORMS, INC. (New Southern Div.), DALLAS, TEX.; ATLANTA, GA. 


In Canada— Moore Business Forms, Ltd., succeeding Burt Business Forms, Ltd., Toronto; 
Western Sales Book Co., Ltd., Winnipeg and Vancouver; 
National Sales Check Book Co., Ltd., Montreal 






































cost.”” A cement executive adds: 
“Equally important is the enthusiastic 
response of our personnel.” 


Backed by sixty-five years of ex- 
perience, Moore is prepared to serve 
businesses of every size and kind — 
from acorner store in Portland, Maine, 
to a corporation in Portland, Oregon. 
For information, call on the nearest 
Moore division, as listed below, or its 
local office. Moore stands ready to 
supply you with everything from a 
simple sales book to the most intricate 
multiple-copy forms. 


MOORE BUSINESS FORMS, inc. 


aev. SY H.W, AYER 
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Bank, New York; executive secretary, 
John W. Sandstedt, New York. 

Mr. Gilman has been president of 
the Malden Savings Bank since 1933. 
Extremely active in association affairs, 
he has previously served as chairman 
of important committees of the Na- 
tional Association of Mutual Savings 
Banks, was president of the Savings 
Banks Association of Massachusetts 
for two years, and served as president 
- the A. B. A. Savings Division in 
1939. 


* 


New president of the National Sav- 
ings and Loan League is Raymond P. 
Harold, president of the $40,000,000 
Worcester (Mas- 
sachusetts) Fed- 
eral Savings and 
Loan Associ- 
ation. A noted 
community lead- 
er, Mr. Harold 
heads the 
Worcester Emer- 
gency Housing 
Committee 
which has at- 
tracted nation- 
wide attention 
for its successful and well-planned 
efforts to obtain sufficient housing for 
returning veterans and others in urgent 
need of shelter. 

Advanced to first vice-president of 
the League is Curtis F. Scott, presi- 
dent, Guaranty Savings and Homestead 
Association of New Orleans. The new 
second vice-president is J. J. O’Mal- 
ley, president, First Federal Savings 
and Loan Association, Wilkes-Barre, 
Pennsylvania, and chairman of the 
Federal Savings and Loan Advisory 
Council. John S. M. Glidden, presi- 
dent, Natick (Massachusetts) Federal 
Savings and Loan Association, was 
re-elected League secretary. 

An interesting sidelight to the elec- 
tion is that balloting was conducted 
by mail under the supervision of an 
Elections Committee, which announced 
the results at the third annual conven- 
tion of the League held May 16-18 in 
Chicago. The convention then ap- 
proved the votes announced. 


R. P. HAROLD 


* 


After serving as executive vice-presi- 
dent since 1933, Clinton T. Miller 
has been named president of the 
Industrial Bank of Commerce, New 
York City, which until recently was 
known as the Morris Plan Industrial 
Bank of New York. He succeeds 
Arthur J. Morris, founder of the 
Morris Plan system of banking, who 
has become chairman of the board 
following the retirement of Wallace 
D. McLean. Mr. McLean remains a 
director and is chairman of the execu- 
tive committee. 


Mr. Miller was at one time assistant 
comptroller of Guaranty Trust Com- 
pany of New York. He has. also 
held executive positions with life 
insurance, finance, real estate and 
motion picture enterprises. 


* 


Three officers associated with the 


4) 


promotions. O. M. Schnaible has 
been elected president to succeed J. 
Floyd Garrott, now chairman of the 
board. Mr. Schnaible had been vice- 
president and cashier. The new vice- 
president is Frank V. Nelson, for- 
merly assistant cashier. Frank D. 
Hollensbe, assistant cashier, has been 
advanced to cashier. 


First Merchants National Bank, La- ' 


fayette, Indiana, since it was organized 
28 years ago have been rewarded with 


7 


Four promotions of members of the 
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If you are looking for a career, 
your Bell Telephone Company 
may have exactly what you 
want—work that’s interesting, 
important and pleasant. 


Right now in many places 
Bell Companies need young 
women to help meet the 
demand for telephone service. 


BELL TELEPHONE SYSTEM 


Wages and working conditions, 
good. Associates, friendly. 
Annual vacations with pay. 
Benefit payments. Attractive 
openings of many kinds. 

Ask the nearest Bell Telephone 
employment office to tell 

you what opportunities 

there are in your community. 
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A. B. A. staff have been announced. 
John L. DeJong has been made 
P ° assistant director of the News Bureau, 

r omoting with which he-has been associated for 
, the last two years. G. Edwin Hem- 
your interests ing is now assistant director of the 
advertising department. Robert G. 
Taylor, associated with the News 
Bureau for four years before the war, 
has been named assistant to the 
A. B. A. economist. Carroll A. 
Gunderson has been advanced from 
assistant secretary to secretary of the 
Credit Policy Commission. 





in 
AUSTRALIA, NEW ZEALAND, ae 
Fiji, PAPUA and NEW GUINEA 


Hailed as the dean of bankers in the 


Your interests in these countries United States is James Thomas 
will be best promoted if you Bowman, who at 93 years of age is 
use the comprehensive  cor- still active presi- 


respondent facilities provided 
through over 650 branches and 
agencies there by — 


dent of the Union 
Trust Company, 
Shelby, North 
Carolina. Every 
inch a polished 
gentleman of the 
Old South, Mr. 
Bowman attended 
Washington and 
Lee University 
J. T. BOWMAN under General 
Robert E. Lee. He 

entered the banking business at Lynch- 
burg, Virginia, in 1889, and continues 


BANK OF 
NEW SOUTH WALES 





Address enquiries to:— 


British & Foreign Department 
Sydney, Australia. 



































Thu tiCheck 
THE PREFERRED NO-MINIMUM-BALANCE PLAN 


BACKED BY 30 YEARS EXPERIENCE 


From our present address, we have built an unbroken 
record of 30 years’ successful service to hundreds of banks 
in all parts of the country. 





As specialists in selling bank services to the public, 
our name has become synonymous with bank development 
work of the highest quality. 


The benefit of this concentrated experience is yours 
when you install ThriftiCheck. Our trained staff co- 
operates with you in securing ThriftiCheck volume right 
from the start. 

You are urged to write us at once to learn why 
ThriftiCheck is the best, most attractive, and most profita- 
ble checking account plan you can offer your customers. 


Remember always that you make no investment for 
our ThriftiCheck service, which includes all supplies, 
equipment and promotional material. 


BANKERS DEVELOPMENT CORPORATION 


31 Nassau Street, New York 5, N. Y. Rector 2-7580 
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to work at it every business day. He 
looks forward each day to the tasks 
that come his way, and takes pride in 
performing them well. Perhaps this 
absorbing interest is one of the secrets 
of his longevity. 


¢ 


Two widely known bankers will no 
longer be seen in their familiar places 
at the First National Bank, Atlanta, 
Georgia. One is J. Sherrard Ken- 
nedy, vice- presi- 
dent and director, 
who died May 13. 
He joined the bank 
in 1895 and had 
been a vice-presi- 
dent for 23 years. 
He is a past presi- 
dent of the Georgia 
Bankers Associ- 
ation, a former J. S. KENNEDY 
director of the Re- 
serve City Bankers Association, and 
was on many A. B. A. committees. 

The other missing figure is ‘‘Colonel’’ 
Frank Berry, veteran cashier who on 
April 1 turned the 
combination to the 


the last time. He 
has retired at the 
age of 74, after 55 
years of banking 
service in Atlanta. 
The Colonel is like- 
wise widely known 

FRANK BERRY in the South and 

the nation. 

W. C. Adamson, vice-president, 
has been elected cashier and will fill 
that position in addition to his other 
responsibilities. 





o 


Two more appointees to the newly 
created Development Department of 
Bankers Trust 
Company, New 
York City, are: 
C. A. Hemmin- 
ger, named adver- 
tising manager, 
who has been direc- 
tor of the New 
York State Bank- 
ers Association’s 
news bureau and Cc. A. HEMMINGER 
editor of the New 
York State Banker; Harry L. Sever- 
son, for the last eight years with the 
FDIC and from 1944-46 the Assistant 
Chief, Division of Research and Sta- 
tistics. Previously Mr. Severson had 
taught economics and finance at sev- 
eral mid-western universities. 


Heading the important new mid- 
town office of The Public National 
Bank and Trust Company of New 
York, at Fifth Avenue and 42nd 
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Street, is Vice-president Thomas M. 
Keefe who comes from the main 
office. Associated with Mr. Keefe are 
Vice-president Henry S. Sanders, 
a senior credit officer for many years, 
and James P. Walsh, assistant vice- 
president, formerly chief operating 
officer of another branch. 


¢ 


As an assistant vice-president and 
manager of its correspondent bank 
division, the Jack- 
son-State National 
Bank, Jackson, 
Mississippi, has 
appointed Horace 
Steele who has 
served with the 
State Department 
of Bank Super- 
vision since 1940. 
Mr. Steele is a HORACE STEELE 
member of the class 
of 1946 of the Graduate School of 
Banking. 














o 


In decided contrast to the many 
glamour pictures of the Queen of 
Detroit’s lavish Automotive Golden 
Jubilee is the accompanying work pose 
taken of the charming Mary Grace 
Simescu when 
she was a book- 
keeper at the 
Hamilton-Col- 
lingwood branch 
of The Detroit 
Bank. She was 
employed by the 
bank in 1942-43, 
but resigned to 
study nursing 
during the war. 
Friends entered 
her picture in the 
Queen-selecting contest without her 
knowledge, and Miss Simescu was 
chosen over 10,000 other aspirants. 


s 





MARY SIMESCU 


One of the most prominent figures in 
the automotive finance field, Harry 
C. Butkiewicz, has been named vice- 
president and na- 
tional sales man- 
ager of the Ameri- 
can Installment 
Credit Corpora- 
tion, sponsors of 
the American 
Bank Credit Plan 
for installment 
financing of auto- 
mobiles through 4-C.BUTKIEWICZz 
local dealers and 
commercial banks. First associated 
with G. M. A. C., Mr. Butkiewicz later 
assumed full charge of all sales activi- 
ties in the Ford finance field when the 
Universal Credit Company was organ- 
ized by Ford Motor Company in 1928. 























‘Tx JONESES returned home to find that not a few uninvited 
guests had been around, having a grand time at the Jones’s ex- ' 
pense. Many distressing things had happened, the fault of those 
playful marauders who, in the guise of loose steps, falling 
branches, slippery walks or a maid’s loss of balance, devote 24 
hours a day to causing injuries. 

Think how much financial loss and personal embarrassment 
the Joneses could have saved themselves by having our Compre- 
hensive Personal Liability Policy! It protects up to $10,000 for 
each accident or occurrence, defends against lawsuits, pays dam- 
ages assessed against the insured or members of his household, 
and medical expenses up to $250 for each injured person not 
residing on the premises. And, equally important, it offers the 
same protection away from home! All this for less than 3 cents 
a day. 

Ask our agent or your broker about this inexpensive year-round 


policy today. 











IGHT now, banks in every sec- 
R tion of the country are holding 
our warehouse receipts as security 
for inventory loans totaling mil- 
lions of dollars. 

Because much of this safe, profit- 
able business can be traced to our 


cooperation in developing inven- 


DOUGLAS-GUARDIAN 


WAREHOUSE CORPORATION 
Nation-Wide FIELD WAREHOUSING 


NEW ORLEANS I, La., 118 North Front St. 
NEW YORK 4, N.Y., 50 Broad St. 

CHICAGO 3, III., 100 West Monroe St. 
ATLANTA 3, Ga., Hurt Bldg. 

CLEVELAND 14, Ohio, Union Commerce Bldg. 
DALLAS |, Texas, Tower Petroleum Bidg. 
EASTON, Md., 438 South Street 


LOS ANGELES 14, Calif., Garfield Bidg. 
MEMPHIS 3, Tenn., Porter Bidg. 

PHILADELPHIA 2, Pa., Girard Trust Bldg. 
PORTLAND 5, Ore., 927 S.W. Alder St. 
ROCHESTER 4, N.Y., Commerce Bldg. 

SAN FRANCISCO 4, Calif., 300 Montgomery St. 
SPRINGFIELD 3, Mass., 172 Chestnut St. 





“THE BANKERS’ FIELD WAREHOUSE COMPANY” 


tory loans—the careful procedures 
of our operating men in safeguard- 
ing inventory, and our initiative in 
making field warehousing available 
for loans of $10,000 or more— 
2500 banks have sought our ware- 
house receipts and consider us “‘the 
bankers’ field warehouse company.” 
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SPRINGFIELD, Mo., Holland Bldg. 
TAMPA 2, Fla., 416 Tampo St. 

EL PASO, Tex., First Nat‘! Bank Bidg. 
HARTFORD, Conn., 36 Forest St. 
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New Booklets 


You and Your Bank... An un- 
usually comprehensive and well-pre- 
pared employees’ manual. Its 47 
pages cover the history of the bank, its 
functions, and general personnel poli- 
cies affecting employees. A foreword 
by the chairman of the board outlines 
the eight major objectives or principles 
of the bank’s personnel program, and 
solicits the whole-hearted support of 
the staff members in the attainment of 
these goals. 


Our Monetary Problems... 
Some very timely questions of very 
great interest to commercial banks are 
here discussed by one of the nation’s 
leading bankers. His primary formula 
of inflation control would be to halt 
the increase in the supply of money, 
and to have the Federal Reserve main- 
tain an orderly market for government 
securities but to let interest rates settle 
themselves during a period of transi- 
tion. He advocates a middle-of-the- 
road policy, in which the fiscal policy 
of the government would be to stop 
inflating money but avoid deflating it. 
The place of banks in the picture is 
understandingly analyzed, and pro- 
posed credit-freezing measures are 
shown to be undesirable. 


Public Relations in Banking . 
The president of a city bank. cites 
what he considers to be the three 
fundamentals of good public relations, 
and discusses their application to the 
banking business.. His remarks en- 
compass the management phase of 
establishing policies, the job to be done 
by advertising and publicity, and the 
importance of personal contacts by 
members of the staff. 


Loans to Veterans. . . Prepared 
by a metropolitan bank specifically for 
the purpose of aiding its correspond- 
ents in processing G.I. loans under the 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company letterhead to 


The Editor 
The Burroughs Clearing House 
Second and Burroughs Avenues 
Detroit 32, Michigan 





amended act, this manual provides a 
ready reference to the essential re- 
quirements and procedures. It covers 
changes in the basic legislation relating 
to eligibility of veterans, increase in 
the guaranty on real estate loans, 
broadened purposes for which loans 
can be made, increased maturities, 
how the insurance plan works, etc. 
In fact, the manual is a carefully- 


arranged and indexed summary of all 
the most essential factors pertaining 
to G. I. loans. 


The Future of the Corporation 
IncomeTax... A readable and inter- 
esting discourse on the pros and cons 
of the tax on corporate income, by the 
economist of a New York City bank 
who approaches the topic objectively 











Resources Over 
$60,000,000 








(hanging 


LOAN LEVELS 


Banking operations have changed, and 
both the bank and the customer have 
benefited. 


As an official of the ABA Consumer 
Credit Committee so aptly remarked, 
“The credit stream is being injected 
down at the consumer level today, in- 
stead of back at the production level 
of yesterday.” 


The average life of the loan has naturally 
increased, allowing business and the 
individual to repay in smaller amounts 
and the bank to earn interest over a 
longer period. 


We pioneered in the field of consumer 
loans, starting 1913, and have watched 
credit trends gradually change over to 
our method of operation. 


Our correspondent banks have the benefit 
of advice, based on valuable experience. 


Industrial Bank 





NINTH AND ) WASHINGTON - ST. LOUIS Louis () 
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and with an eye to political realities 
and the need for revenue. He con- 
cludes that while the corporation in- 
come tax is on the whole a bad tax 
which ought to be repealed, there is 
little chance that this will happen or 
that the corporate rate will be reduced 
to any important extent. He be- 
lieves, however, that a five-year carry- 
forward of losses and a relaxation of 
depreciation policies is likely, and that 
there may be some liberalization of the 
tax as applied to the smaller companies. 


The Federal Budget Can be 
Balanced Now!... With a bi- 
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partisan group of Congressmen rec- 
ommending a balanced Federal budget 
for the next fiscal year beginning 
July 1, this Study points out specific 
ways in which economies could be 
effected. In turn it discusses the 
amounts estimated to be needed in the 
budget for national defense, interna- 
tional finance, aids to agriculture, pub- 
lic works, general government and 
other items. In each case it is shown 
where the estimates can be reduced. 
Totaling the possible cuts, the pam- 
phlet contends that there is $11.3 
billion of challengeable spending in 
the Federal budget for 1947. 





















96 year old bank. 





Telephone Franklin 7070 





A PRIMARY MARKET FOR 


GOVERNMENT SECURITIES 


As one of Chicago’s principal dealers in U. S. 
Government Securities, The Northern Trust 
Company has immediate information on all 
issues. Orders are quickly executed and investors 
are invited to call at all times to discuss market 
conditions. Correspondent banks find that the 
complete facilities offered by our bond depart- 


ment is one of the many helpful services of this 


BOND DEPARTMENT 


THE NORTHERN 
TRUST COMPANY 


50 SOUTH LA SALLE STREET, CHICAGO 90, ILLINOIS 


Member Federal Deposit Insurance Corporation 








Bell System Teletype—CG. 368 
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The Veteran’s Guide... A re- 
vised 64-page pamphlet outlining what 
the veteran is entitled to, as set forth in 
the amended G. I. Bill, state laws, and 
other regulations pertaining to re-em- 
ployment, unemployment insurance, 
life insurance, pensions, tax relief, etc. 
The functions of the various agencies 
charged with administration of the 
regulations are described, to assist the 
veteran in availing himself of these 
facilities with a minimum of effort and 
confusion. A number of banks and 
other institutions are distributing copies 
of the pamphlet to help simplify the 
servicemen’s successful return to civil- 
ian life. 


Still Timely 


Banks—1946 . . . An excellent 
compilation of information about the 
outlook for the banking system, and 
the status of 150 of the nation’s lead- 
ing banks. It discusses bank trends 
relating to salaries and _ personnel, 
loans, government securities, rates, 
dividends, capital, and the market for 
bank stocks. 


The Bank is in the Middle... 
An analysis of bank liability in connec- 
tion with safe deposit rentals. The 
booklet cites three major risks, and 
court decisions applicable to such 
hazards. It also discusses the com- 
parative coverage of different types of 
insurance against potential losses. 


Twelve Suggestions for Making 
Your Statement Advertising 
More Effective . . . It is pointed out 
that at least four times a year each 
bank has a ready-made occasion to 
promote public understanding and 
good will, when quarterly and year-end 
statements are published. Some gen- 
eral suggestions for taking advantage 
of this are followed by specific examples 
of how statement advertisements can 
be effectively dramatized. 


The New Outlook for Bank 
Stocks . . . A section of particular 
interest is that giving a review of the 
outlook for interest rates. Another is 
the section assessing the earnings pros- 
pects for banks in the period ahead, 
with an opinion as to the type of bank 
likely to have better than average 
earnings. 


Are You Your Brother’s Keeper 
-..some of the safeguards which 
conscientious employers can utilize to 
remove temptation from fundamen- 
tally honest employees who might 
otherwise succumb in moments of 
financial stress. 


Price Control or Decontrol... 
Viewpoint of the U. S. Chamber of 
Commerce on this vital topic. 
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The bank auto loan... key to Extra 
Billions of conoumer credit! 





For each dollar of credit you may extend for new or 
used car financing under the State Farm Bank Plan, 
an opportunity exists for adding more than six dol- 
lars of additional consumer credit. 

This is one of the amazing facts brought out in a 
recent survey, made to determine the buying plans 
of State Farm Mutual’s vast army of policyholders. 

Projecting scientific, cross-section survey figures 
to include all of State Farm’s 1,300,000 policyhold- 
ers, the world’s largest automobile insurance com- 
pany finds that 67% of its policyholders are plan- 
ning to buy new or used cars, at an estimated value 
of $786,500,000. 


The bank auto loans that help finance these pur- 





How your bank can profit! Send today for FREE booklets 


Here are two booklets every banker should have! 
ties for Banks,”’ 


Banks,”’ 


booklets are free for the asking. Simply indicate on this coupon whether 
you'd like one or both booklets. Then clip it and mail to State Farm Mutual, 


Bloomington, Illinois. There is no obligation. 


““New Profit Opportuni- 
explains in detail how the State Farm Bank Plan works for 
u. “The State Farm Group Loan Life Plan—Good Will Insurance for 


tells how you can insure consumer loans at low cost. 


chases can reasonably be expected to unlock six 
times again as much consumer credit. For in addi- 
tion to their plans for purchasing automobiles, 
State Farm policyholders are in the market for: 
$2,912,000,000 in new homes. 
144,300,000 in home furnishings. 
364,000,000 in home remodeling. 
975,000,000 in new business enterprises. 
78,000,000 for expansion of business. 
2? ? ? ? for land (indeterminable). 


It adds up to more than 5,260,000,000 potential 
financing dollars. And the key to this great credit 
opportunity is the State Farm Bank Plan. It will 
pay you to investigate this plan today! 


STATE F 
INSURANCE 
COMPANIES 


BLOOMINGTON, ILLINOIS 


i Pacific Coast Office: i 


Berkeley, Calif. ® Toronto, Canada 


—-———==CLIP NOW!... MAIL TODAY!-~——— 





State Farm Insurance Companies 
Bloomington, Illinois 
Gentlemen: 


Please send us, without obligation, the _— book- 
let or booklets we have checked below 


0 “New Profit Opportunities for Banks" 


0 “The State Farm Group Loan Life Plan—Good 
Will Insurance for Banks" 
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Railroad men have a lot of respect for a simple safety device 
known as a tell-tale. This consists of a series of knotted ropes 
or wires, suspended above the tracks. It is used to mark the 
approaches to low-clearance tunnels and bridges — and 
warns trainmen standing or walking on cars of the danger 
ahead. In La Monte Safety Paper, Bankers and Business- 
men find another simple yet highly efficient “tell-tale”. For 
any attempt to alter by erasure what has been written on 
this check paper shows up as a glaring white spot which 
makes an altered check instantly suspect. 


For Samples of La Monte Safety Paper see your Lithographer or Printer — or write us direct. 


LA MONTE PAPER 


GEORGE LAMONTE & SON NUTLEY, NEW JERSEY 


We supply many banks and business organizations 
with their own INDIVIDUALLY IDENTIFIED Safety Paper. 
The issuing organization’s Trade-Mark is in the paper 
1946 itself and appears on both the front and back of the 

check. Such INDIVIDUALIZED paper not only protects 
against fraudulent alteration but provides maximum 
protection against counterfeiting—saves Banks sort- 
The Wavy Lines are a La Monte Trade Mark ing time— helps prevent errors. 
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By 


War Veterans Returning to Banks 


Canadian banks are absorbing their 
former employees who were in the 
armed services as fast as they return, 
a survey of staff departments shows. 
The percentage of men returning to 
the banks is either up to or above 
expectations. No bank reported that 
fewer men are coming back than they 
had expected. Most banks report that 
slightly more than half their former 
employees have returned, and some 
report as many as 75 per cent have 
come back. All point out that no final 
figures are as yet available because all 
men are not yet back from overseas, 
some have not yet decided whether to 
return to the bank, and many are tak- 
ing educational courses under their 
government gratuity benefits. 

A major problem for staff depart- 
ments of banks is not that of finding 
enough men, but of finding accommo- 
dation for them at branches where 
they are most needed. The housing 
situation being unfavorable at all 
major cities and towns, a number of 
veterans have gone to smaller towns 
than they had at first requested, mainly 
because a house or apartment was 
available at the smaller branch. 

Practically all banks plan to recruit 
a number of high school graduates this 
summer, something they have not 
been able to do to any extent since 
1940. These youngsters are trained 
from the bottom up, but are given 
higher starting salaries than in pre- 
war days in keeping with higher cost 
of living. The career advantages of 
banking are pointed out to them, and 
possibilities for promotion are ex- 
plained. 

Canadian bank staff officials do not 
expect the staff situation to come to 
anywhere near normal for several years 
at least, until after the majority of the 
servicemen have returned from over- 
seas, have settled down, and have 
decided on their return or resignation 
from the banks. War veterans return- 
ing to the banks find they have earned 
an annual increase for every year they 
have been away, their pension funds 
have been maintained by the banks, 
and they are able to take refresher 
courses in the branch to which they 
are temporarily posted. Even dis- 
abled veterans have been found jobs in 
keeping with their ability and the 
extent of their disability. Few men 
who have rejoined the banks have re- 
signed’ since returning. Those veter- 
ans who want to take university 





JAMES MONTAGNES 


courses under government benefit plans 
are given further leave of absence from 
their banks. 


* ¢ . 


Of Personal Interest 


E. H. Heeney has been appointed 
treasurer of the Na- 
tional Trust Com- 
pany Limited, To- 
ronto. Recently 
discharged from the 
Canadian Army in 
which he served 
overseas aS a Cap- 
tain, he previously 
served in the in- 
vestment depart- 
ment of the Na- 
tional Trust from 1937 to his enlist- 
ment in the armed services. 

Ernest Edward Rutherford has been 
promoted to superintendent of the 
Quebec, Maritimes and Newfoundland 
district of the Bank of Montreal, 
succeeding Donald McKenzie Cleland 
who retired after 45 years with the 
bank. Mr. Rutherford was born in 
Birmingham, England, joined the 
Bank of Montreal in 1912 at the main 
branch office at London, England. 
Coming to Canada he was appointed 
to various branches, then to assistant 
superintendent of the Montreal dis- 
trict and in 1941 became assistant 


E. H. HEENEY 








E. E. RUTHERFORD R. L. BAILEY 


manager of the main Montreal branch. 
He is succeeded at the Montreal branch 
by Robert Laurance Bailey, until re- 
cently assistant superintendent of 
the Manitoba and Saskatchewan dis- 
trict. 

Thomas D’Arcy Leonard, general 
manager, Canada Permanent Trust 
Co., Toronto, was 
elected president of 
the Trust Com- 
panies Association 
of Ontario at the 
annual meeting 
April 26. J. W. 
Scott, assistant 
general manager 
and estates man- 
ager, Waterloo 
Trust and Savings 
Co., Kitchener, was elected vice-presi- 
dent. L. G. Goodenough, Toronto, 
was named secretary-treasurer. 


THOMAS LEONARD 











they’re out of sight. 


The Connecticut Fire Ins. Co. 
Hartford, 15, Conn. 


Atlantic Fire Insurance Company 
Raleigh, North Carolina 


Great Eastern Fire Insurance Co. 
White Plains, N. Y. 





Where are the Costs of Yesteryear 7 
oe 


Well, if you are thinking of building costs, the answer is 
If you bought insurance within the 
past five years, you are probably under-insured now. 
The thing to do is to check your present insurance 
against the present cost of reproducing the property and 
then make the necessary adjustments. 


THE PHOENIX INSURANCE COMPANY 
Hartford 15, Conn. 


Reliance Insurance Company of Canada 
Montreal 1, Canada 


But do it now. 


Equitable Fire & Marine Ins. Co. 
Providence 3, R. 1. 


The Central States Fire Ins. Co. 
Wichita 2, Kansas 


Minneapolis F. & M. Ins. Co. 
Minneapolis 2, Minn. 
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«++ money to make money 
Electricity and modern machinery are time- * y 

savers and money-makers. The BofM is MY BANK 

ready to lend you money to help you make swe cama 

more money. Ask dr write for our folder 

“Quiz for a Go-ahead Farmer.” Better still, 

see your Bot M manager today. 








Advertising credit to farmers . . . 


Bank Advertising 


The Bank of Toronto has started 
advertising in Canadian business and 
daily publications on bank credit, 
emphasizing the need for credit in new 
business expansion. Illustrations and 
copy feature nine major industrial 
groups, pointing out how many people 
are employed in these industries, the 
export possibilities, and general expan- 
sion plans. Another- series is being 
used in farm publications dealing with 
bank help for specific farm and rural 
community problems. 

The Bank of Montreal has designed 











Is there a Better way of doing it? 


WY DANK 


Would a new engine make money 
for you?—a new boat?—new nets?— 
new rigging? Talk it over with your 
nearest Bof M manager. Very likely 
he can help you with a timely loan. 





70 6 hi 10m Canageaes 


Bank or MonrTREAL 


working with Canadians in every walk of life since 1817 so7 








. . also loans to fisherman 


series of special advertisements for the 
fishery industry and the use of bank 
credit for farmers. ‘“‘Ready Money 
for the Go-Ahead Fisherman”’ is fea- 
tured on all advertisements appearing 
in publications in fishery communities 
on the Atlantic and Pacific coasts. 
Humorous art is used. The farm adver- 
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CONTACTS 


Corporation 








MARINE TRUST COMPANY 


Buffalo’s Oldest and Largest Commercial Bank 


Through our affiliation with 19 other Marine 
Midland banks, there is available to our 
correspondents and their customers close 


contact with people and industry in 41 New 


York State communities. 


Member of Federal Deposit Insurance 














BUILDING TRADES RELEASE INDUSTRIAL BRAKES . 





"Thiet, for 2 moment, of the industries end tradee—the 
people and products—affected by home building. Architects, eontrac- 
tors and builders . . . carpenters and bricklayers . . . painters dnd 
plasterers. ‘Think, too, of the lighting and beating required—the home 
furnishings. Post-war building in Canada will, indeed, release many 
of the industrial brakes that had to be applied in war. 


According to a recent survey, 554,000 Canadian families are planning 
home improvements . . . 584,000 families plan to move . . . builders 
and buyers plan an estimated investment of no less than $1,750 millions. 


For more than 90 years, the Bank of Toronto has extended credit 
to large and small construction firms . . . supplying needed financial 
assistance to overcome financial obstacles that often confront builders 
and contractors. We cordially invite you to bring your credit needs 


to us. 


"BANKeTORONTO .. 


B. S. VANSTONE. General Manoger j 











. . and to various industries 


tisements deal with money for improve- 
ments under government programs, 
also use the “Ready Money” slogan, 
and offer a folder titled “Quiz for a 
Go-Ahead Farmer.” 


* ° ¢ 


Bank of Canada Expands 


To cover the vast expansion of the 
Bank of Canada, the government’s 
central bank has purchased properties 
on both sides of the Bank of Canada 
building on Wellington Street, Ottawa. 
The bank will use the properties of the 
British American Bank Note Com- 
pany and the Canadian Bank Note 
Company, which it has purchased for 
an undisclosed sum, as wings of the 
main building erected in 1938. Plans 
are now being drawn up, but construc- 
tion is not expected for some time. 

The considerable expansion of the 
bank since its inception together with 
the desirability of grouping all of its 
various departments in the same 
building, made it necessary to plan for 
the enlargement of present premises. 
The temporary three story wooden 
structure adjoining the bank, built 
during the war and housing the 
Foreign Exchange Control Board and 
financial campaign headquarters, will 
be torn down. The two newly pur- 
chased buildings will be joined to the 
main building with covered passages, 
and the additional land between the 
buildings will allow for further building 
expansion. The War Savings Certifi- 
cate Division and a part of the Public 
Debt Division, now housed elsewhere 
in Ottawa, will be moved to the new 
wings when completed. 
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Anucther... 


New Werld-Standard Created by 
Herring-Hall-Maruin Engineers 
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® Now it can be told—how, for the five long years 
of continuous research, while Herring-Hall-Marvin 
engineers were concentrating on new and higher 
standards of precision-engineering to help speed 
all-out Victory, they built up a backlog of revolu- 
tionary discoveries that they knew would be appli- 
cable to the art and science of building better 
protective equipment for banks in the years of 


HERRING-HALL-MARVIN SAFE CO. 


Manufacturers of Bank Vault Equipment - Bank Counters - Tellers’ Buses and 
Lockers - Safe Deposit Boxes - Night Depositories - Bank and Office Safes 


BUILDERS OF THE UNITED STATES SILVER STORAGE VAULTS AT WEST POINT 






peacetime progress. Now, they are ready to make 
the epochal announcement—STAINLESS STEEL 
FOR YOUR NEW BANKING HOME! Yet this is 
only one of a score of unannounced improvements 
that merit your immediate investigation. 
Whatever your requirements for new construction 
or remodeling, see your local Herring-Hall-Marvin 
representative—or write, wire or phone us direct, 








General Offices 
HAMILTON, OHIO 
BRANCH OFFICES 


Los Angeles, Detroit, Pittsburgh 


In New York, Chicago, Boston, Washington, 
St. Louis, Atlanta, Houston, Philadelphia, 


OTHER AGENCIES ALL OVER THE WORLD 
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TWICE THE MILK 
FROM A DAY'S HAYing 






















The man who makes his hay with horse-drawn 
mower and side-rake, hayloader and wagon, 
using slings to hoist it into the barn, uses 3.4 
man-hours per ton. His neighbor who uses 
tractor-powered mower and side-delivery rake, 
followed by a Case Slicer-Baler and hauling by 
truck, gets his hay into the bale and into the 
barn with only 2.5 man-hours per ton. 


The gain of 26 percent in tonnage per man- 
hour is only the beginning. There is less loss 
of carotene through sun-bleaching, of mineral 
and carbohydrate losses through exposure to 
dew and rain. The usual loss of precious protein 
through shattering of leaves is minimized. 
Sliced Hay put up by the Case System thus re- 
tains far more nutriment than old-fashioned 
hay. Often it proves twice as effective for put- 
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‘Vhat’s What Your Money Does 


ian CASE: 
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ting milk in the pail or flesh on growing animals. 
At only 60 percent superiority, it still doubles 
the food-making capacity of hay-making labor. 
The Slicer-Baler is a substantial investment, 
comparable to a tractor or combine. Financing 
its sale to the farmers of a community offers 
use for a substantial volume of idle deposits. 
Even for farmers who can pay cash, you can 
render a worthy service by appraising its pur- 
chase in terms of annual costs and gains. 


Like other Case machines, the Slicer-Baler 
is built with an earnest eye to ENDURANCE 
and its resulting extra years of usefulness with 
low upkeep. Case dealers and their company 
believe that the financing of farm machinery 
sales and inventories is business that belongs to 


local banks. J. I. Case Co., Racine, Wis. 





IN PROMOTING ADVANCED FARM PRACTICES 
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By CHARLES R. ROSENBERG, sr. 
Member of the Bar of Pennsylvania and of the District of Columbia 
Proof of Loss Not Essential check). The drawee is suing torecover bank became her debtor. The pass 
to Recovery 


An individual applied to a New York 
bank for a loan to a corporation of 
which he represented himself to be 
president. The bank granted the loan 
and, believing him to be the president, 
gave him cashier’s checks drawn to the 
corporation as payee. In return, the 
bank received a note signed in the 
corporation’s name by the purported 
president and by him and another 
person individually. Actually, he was 
not president of the corporation, which 
never received the cashier’s checks or 
the proceeds thereof. 

The fake president endorsed the 
corporation’s name on the cashier’s 
checks and negotiated them to a 
supply company. The checks were 
duly endorsed by the supply company, 
deposited and cleared through several 
banks to the drawee bank. Not yet 
aware of the fraud which had been 
practiced upon it, the drawee bank 
paid its cashier’s checks. 

Upon discovery that the payee 
corporation’s endorsement was forged, 
the drawee bank sued the supply com- 
pany and the intervening collecting 
banks, basing its action on the proposi- 
tion of law that the endorsers war- 
ranted the genuineness of previous 
endorsements, including the payee’s 
forged endorsement. The bank con- 
tended that an “immediate right of 
action” accrued in its favor when the 
supply company and the intervening 
banks received the proceeds of the 
checks and that it was under no duty 
to sue on the promissory note. 

The supply company and the defend- 
ant banks insisted that the drawee 
bank had failed to show any loss since 
it still held the note, on which it was 
entitled to payment from the two 
individual makers if not from the 
corporate maker. 

The New York court ruled in favor 
of the drawee bank and said: 

““A drawee may recover money paid 
out on a check which bears a forged 
endorsement. The fact that a cashier’s 
check is involved does not alter the 
application of this rule. 

“The defendants urge that this rule 
should not be applied where there is 
no showing of loss. The very nature 
of the liability, however, renders 
irrelevant the question of loss (apart 
from the loss involved in the fact that 
the drawee pays out money on the 


its own money and is not recouping a 
loss. 

“The ultimate question is, who shall 
pursue the forger? The defendants 
here are subsequent endorsers and the 
plaintiff is drawee, and this distribu- 
tion of roles, under the general prin- 
ciples affecting negotiable instruments, 
would put the burden on the defend- 
ants. The fact that in this case the 
forger deceived plaintiff as well as 
defendants should not alter the oper- 
ation of these principles. The under- 
lying policy consideration in this 
branch of law is ease in ascertaining 


‘the rights and liabilities which flow 


from dealings in commercial paper. 

“The applicable rules should cer- 
tainly not be varied in the absence of 
compelling reasons. The possibility 
that plaintiff’s carelessness may have 
been as great as or greater than that 
of any endorser does not present such 
a reason. The rule that loss is irrele- 
vant should be applied here.” (Frank- 
lin vs. Great Atlantic, 60 New York 
Supplement, Second Series, 352.) 

Sf S ¢ 


Lost Pass Book 


The problem of the lost savings 
account pass book has once more come 
before the New York courts. A 
woman depositor in a New York sav- 
ings bank notified the bank that she 
had lost her pass book. The bank took 
the position that, in order to withdraw 
the money in the account, as she 
desired, she would have to deliver to 
the bank an indemnity bond as re- 
quired by the by-laws printed in the 
pass book. 

The depositor sued the bank for the 
amount of her account, alleging that 
she had been unable to obtain the bond 
required by the bank. The trial court 
decided in her favor, and the bank 
appealed to the Appellate Division of 
the New York Supreme Court. That 
court affirmed the trial court’s judg- 
ment in her favor. 

Conceding that there was some un- 
certainty in the earlier decisions in 
New York relative to the enforcement 
of a bank’s “reasonable by-laws,” the 
Supreme Court of New York said: 

*‘We think it well to consider certain 
fundamental principles that may be 
applied to the relationship between the 
parties. Plaintiff became a creditor of 
the bank and by the same token the 


book issued to her was evidence of a 
debt and of a contract between the 
parties, but it was not negotiable paper 
and could, of course, be assigned. 
“The primary purpose, and indeed 








Now! Get COPIES of 
Anything, in a Jiffy! 


... Right in your own office or 
plant! New, low-cost, error- proof 
method saves typing, drafting, 
checking—TIME! 


Amazing New Unit — 


*#KABECO 
PHOTOEXACT 






Copies anything 
written, typed, 
printed, drawn, 
or photographed 


Also continuous cab- 
= ny, lenath, prints 

an: up tc 
42" wid 


Quickly, Easily copy ~ 
LETTERS, FINANCIAL STATEMENTS, 
CONTRACTS, VALUABLE PAPERS, 
STOCK REPORTS, CHECKS, GRAPHS, 
CLIPPINGS (over 100 others) 


Make accurate permanent copies 
of anything at 1-a-minute speed—for 
less than the price of a phone call! No 
darkroom or technical knowledge 
needed. Anyone can operate APECO— 
‘America’s Most Widely Used Photo: 
copy Equipment.” Get full 
information, TODAY! 






American Photocopy Equipment 
2849 N. Clark St., Dept. JS66 
Chicago 14, Ill. 

Send, without obligation, your 20-page illus- 
trated book on Photocopying and its savings 
in time, money and labor, 


PO Pe PEO TELCO CES CPO ee eee 


RPE Se 
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the only reasonable purpose of a 
bank’s by-law requiring a bond or 
indemnification in the case of a lost 
pass book is to protect itself against 
the claim of an assignee in good faith. 
However, it is the duty of an assignee 
of a non-negotiable right of action, in 
order to protect himself against a pay- 
ment by the debtor to the original 
creditor, to notify the debtor of the 
assignment; and in an action where 
such a payment to the original creditor 
is established, the burden is upon the 
assignee to prove that he gave notice 
of the assignment before the payment 
was made. 





THE BURROUGHS CLEARING HOUSE—June, 1946 


““We see no reason why this principle 
should not be applied to the assign- 
ment of the pass book of a savings 
bank. Hence the bank runs little or 
no risk in paying a depositor when it is 
shown that a pass book has been lost 
and notice of an assignment has not 
been received by the bank within a 
reasonable time. 

“The bank insists that in any event, 
whether it runs the risk of double pay- 
ment or not, that the by-law requiring 
a bond of indemnity, since it forms 
part of the contract, may be enforced 
to the letter. This is a highly legalistic 
argument and must yield to the more 








Our Library Can Serve You,Too! 


Yes, the extensive private reference library of Mercan- 


tile‘Commerce is at the service of any correspondent of 


this bank. It’s available for the presentation of biblio- 


graphies, or to compile information on financial subjects. 


It serves as a lending library, too, or will act as your 


agent in the purchase of any book you may wish to buy. 


Here’s just another of the unusual, yet extremely 


valuable services provided by Mercantile-Commerce. 








substantial requirements of justice 


‘which the exigencies of the case re- 


quire. If the bank’s contention be 
accepted and the depositor cannot 
furnish a bond, she can never recover 
the deposit which justly belongs to her. 

“We do not hold that the require- 
ment for the indemnification bond in 
the case of a lost pass book is unrea- 
sonable in any and all cases. Quite to 
the contrary, we think that the re- 
quirement is reasonable and should be 
enforced where it is within the power 
of the depositor to comply therewith. 
But in this case, in view of the lapse of 
eight years, the quite evident loss of 
the pass book without assignment, and 
the equally evident inability of the 
plaintiff to procure an indemnity bond 
of any character, makes the enforce- 
ment of such a by-law unreasonable 
and arbitrary.” 

The court mentioned, in the course 
of its opinion, that as far back as 1885 
the Supreme Court of New York had 
ruled that such a by-law was reason- 
able and could be strictly enforced. 

One of the justices, in a separate 
opinion, expressed the view that the 
decision was justified by a statute 
enacted about a year after the loss of 
the pass book providing that in case 
of a lost pass book, payments “may 
be made upon the judgment or order 
of a court.” 

“The lapse of time, with no demand 
upon the bank, sustains the exercise of 
the statutory power granted to the 
court to modify the terms of the con- 
tract,”’ he added. 

This decision, obviously, is in sharp 
conflict with two generally accepted 
rules of contract law: namely, that a 
party to a contract is not relieved of 
the obligation of complying with its 
terms merely because of hardship in 
doing so, and that while a court will 
interpret and construe a contract, it 
will not make a new contract between 
the parties. One interesting feature 
of the decision is the clear inference 
that those who are able to do so, will 
be required to furnish an indemnity 
bond, while those who show inability 
to procure the bond, will be excused 
from doing so. (Myers vs. Albany 
Savings Bank, 60 New York Supple- 
ment, Second Series, 477.) 
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Notes Procured by Fraud 


A purchaser of real estate in Missouri 
gave his note for part of the purchase 
money and several separate notes for 
interest. All but one of the interest 
notes were paid, but when the maker 
was finally sued on the purchase money 
note itself, he defended on the ground 
that the note had been obtained from 
him by fraud. Disposing of the argu- 
ment that by paying the interest notes, 
the maker ratified the purchase money 
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2 note and waived any fraud in its pro- 
‘ curement, the Missouri court said: 
2 “The fact that the defendant paid 
t interest notes after discovering the 
r fraud would not affect his right to 
complain of the fraud practiced on 
% him. He could have paid all of the 
1 notes and then sued for damages 
"i caused by the fraud and deceit.” 
O The plaintiff in the case was a 
. holder in due course of the note, but 
e when the maker introduced evidence 
r of fraud in the procurement of the 
% note, the plaintiff then had the burden 
f of proving that he was a holder in due 
f course. This the plaintiff failed to do. 
d “The burden,” declared the court, 
e ‘is on the holder of a note in due 
d course to prove his good faith and lack 
% of notice of fraud, when fraud has 
e been shown in the procurement of the 
note.” 
e A jury decided that the holder had ¢ MUST for prot 
5 not proved his status as a holder in 
d due course and gave its verdict in 
"a favor of the maker. That verdict was 
affirmed by the St. Louis Court of 
e Appeals. 
e In support of its decision the court EVE 
fe quoted as follows from an earlier Mis- Banker 
of souri decision in which a bank as i 
se holder in due course was met with the 
e pees pate who advises customers should 
or “The holder of any negotiable ~ * 
instrument, in the absence of any proof read this timely book NOW 
d at all, is, prima facie, the holder in due 
of course, but when it is shown that the OES BUSINESS face another These and other facts in the book 
1€ instrument was procured by fraud m epidemic of failures and credit show you why thousands of banks now 
ig the first instance, that prima facie case losses ...as it did after World War I> recommend American Credit Insurance 
is dispelled until proof is offered by Noone knows ... . but you can show to their customers. And many banks go 
‘p the holder (the bank) to show that it your customers how to protect their beyond that . . . they demand this 
»d was procured by such holder for value own (and your) interests immediately. added protection in granting loans. 
Te be ge Ae ee Ke Write today for a free copy of American Credit Insurance GUAR. 
4 we Mckath, 101 Soniiowerioas: Se “CREDIT LOSS CONTROL” ...a ANTEES PAYMENT of your cus- 
“ee porter, Seema Series, 999.) . book that can mean the difference tomers’ accounts receivable for goods 
ne between profit and loss for someof your shipped . . . and this protection now 
ill ™ . ° customers . . . in the months and years can be extended without charge to 
be, of uncertainty that lie ahead. include your bank as a named 
= Filling in Blank Instrument This book shows how business fail- assured. This insurance is added col- 
- Wikcininin: tenti%s eles on elaine ures multiplied after World WarI... lateral on your commercial loans. 
ill Gite “te a beevewres's bl sil se o- how the transition from a war-support- If ever there was a time when cus- 
tv check. the bank may be called upon ed economy to peacetime competition tomers needed your advice, it is now. 
ty at ohets later date to prove its au- wiped out many companies ... how Without obligation, write today for a 
od iueitie-te de oe ooticiinn ‘t the American Credit Insurance prevented copy of “CREDIT LOSS CONTROL” 
Ly henrottie should scan his has ues- disaster for many policyholders during to: American Credit Indemnity Com- 
ia ints te Onin tentevaniit q that hectic period of strikes, inflation pany of New York, Dept. 49, First 
In an interesting California a and readjustment. National Bank Bldg., Baltimore 2, Md. 
husband gave his wife a check signed eat 
by him in blank. She filled in the FA APA a er 
check for $5,000 and cashed it. Upon ia a 
the husband’s death not long after- at reer e rs 
iri ward, one of the parties in interest in | 53" Year | e 
=. his estate insisted that the wife = Americ an 
or account to the estate for the proceeds AMERICAN 
st of the check. The wife contended ° 
er that the money belonged to her. CREDIT INDEMNITY Credit Insurance 
ev Quoting from the Uniform Negotia- COMPANY 
nd ble a Act, the California t New York Guarantees Payment 
n court said: eer rry, 
mm “Where the instrument is wanting ‘af of Accounts Receivable 
83, in any material particular, the person 
ey in possession thereof has a prima facie OFFICES IN PRINCIPAL CITIES OF UNITED STATES AND CANADA 
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authority to complete it by filling up 
the blanks therein. And a signature 
on a blank paper delivered by the per- 
son making the signature in order 
that the paper may be converted into 
a negotiable instrument operates as a 
prima facie authority to fill it up as 
such for any amount. In order, how- 
ever, that any such instrument when 
completed may be enforced against 
any person who became a party thereto 
prior to its completion, it must be 
filled up strictly in accordance with 
the authority given and within a rea- 
sonable time. 

“The production of the check by 
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the wife raised a presumption of a 
valid and intentional delivery of it 
to her by the maker. Such delivery 
operates as prima facie authority to 
fill up the blanks for any amount. 

“In the case before us, therefore, 
we believe that when it appeared that 
the deceased husband had delivered to 
his wife a check signed in blank and 
she thereafter filled it in for the sum 
of $5,000, there arose a rebuttable 
presumption that she had authority to 
fil it in for that amount. It then be- 
came the burden of the objector to 
overcome that presumption.” 

Important in the court’s decision is 
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Maybe it will pay you to replace that old engine or 
power unit with a dependable, economical MM Twin 
City Engine—or it may well be that an extra MM 
Engine or Power Unit will pay you extra profits through 
extra earnings and more work done on time and in 
season. Get complete facts from your MM dealer. 


cae | | MM Power units are soundly engineered and rug- 











gedly constructed to give you economical dependable 
service. Lower engine speeds insure longer life. 
Minimum service requirements provided for by easy 
accessibility. Pressure oiling system . . 
bored cylinder blocks . . . high turbulence combustion 
chambers with controlled cooling . . 
equipment for gasoline, natural gas, Butane, or dis- 
tillate. Many other exclusive features make MM Power 
Units ideal for a variety of . . . 


+ Precision 


. carburetion 


FARM USES 


Power hay balers, combines, threshers, ensilage cut- 
ters, feed mills, corn shellers, flame cultivators, peanut 
hullers, potato diggers, viners, cutting wood, irriga- 
tion, sprayers, dusters, booster pumps, sprinkling sys- 
tems, generators, sheep shearing, conveyors, elevators, 
blowers, beet loaders, etc. Manufactured in seven 
sizes: 20 H. P. to 225 H. P. Investigate now while MM 
Engines in several sizes are available. 


In writing to advertisers please mention The Burroughs Clearing House 





| promissory note. 


the phrase, “‘rebuttable presumption.” 
The presumption in the wife’s favor 
was overcome and she was ordered to 
pay to her husband’s estate the sum of 
$5,000 with interest. This conclusion 
was based on a finding that the evi- 
dence showed that the filling in of the 
blanks in the check was unauthorized. 
The only testimony given about the 
check was that of the wife herself! 

This decision suggests that when a 
bank’s officer fills in a negotiable instru- 
ment signed in blank, it is not always 
safe to rely wholly on the “‘presump- 
tion”’ of prima facie authority to do so. 
The officer who fills in the blanks 
should be prepared to testify in sup- 
port of the “‘authority” if necessary, 
even though, technically, the burden 
of proving lack of authority is on the 
person denying it. (In re Gillett’s 
Estate, 166 Pacific Reporter, Second 
Series, 870.) 


Agreement in Place of Note 


That banks should act cautiously in 
agreeing to new “deals” to supersede 
notes or other existing obligations, is 
strikingly illustrated by a_ recent 
California decision. 

There a husband and wife signed a 
negotiable note jointly and severally. 
The husband died before the note was 
paid. After his death the wife agreed 
orally with the holder of the note that 
the note should be canceled and that 
she would be solely and individually 
liable for the payment of the obliga- 
tion. She also died before the debt 
was paid and the creditor sued her 
estate for the money. 

“We are persuaded,” the California 
court declared, “that there is no cause 
of action against the deceased wife’s 
estate, founded on her oral agreement, 
chiefly because there was no valid con- 
sideration for the alleged novation 
and cancellation of the promissory 
note of husband and wife, since they 
were severally liable as makers of the 
note and she was legally obligated to 
pay the entire amount thereof regard- 
less of her new alleged agreement to 
do so. 

“This suit is not based on the 
It is specifically 


| alleged that the note was canceled and 





that the obligation was substituted 
by the subsequent oral agreement of 
the wife to assume and individually 
pay that debt upon the terms provided 
for in that instrument. The oral 
agreement was not a contract to 
substitute a new debtor, nor was it her 
agreement to pay the debt of another 
person. It was her agreement to pay 
her own debt which she was already 
obligated to pay in full. Either the 
husband or the wife, having the statu- 
tory right to enter into any engage- 
ment or transaction with another per- 
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PECIFICALLY for the needs of the Payroll 
Department, the purpose of this new PAYROLL TAX 
GUIDE is to report on withholding of income and 


social security taxes under federal and state laws, 
city income tax withholding, the computation of 
employer's taxes based on payrolls, and the proper 
computation of earnings under federal wage-hour 


controls. 


it’s New and Good 

It follows that the CCH PAYROLL TAX GUIDE 
is not for the specialist, the man concerned with the 
technical aspects of the “payroll laws”. (CCH’s reg- 
ular line standbys: — Standard Federal Tax Reports, 
Unemployment Insurance Reports, and Labor Law 
Reports — continue as the full-scale reporters on 
federal and state tax and labor laws!) 


Instead here is a reporter specifically for those 
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whose interests are principally in the “accounting” 
or “bookkeeping” or “reporting and payment” 
angles of “payroll tax laws,” whose problems are 
procedural and functional rather than legal in 
nature. 

Here is a continuing reporter especially designed 
to give those interested only in the “mechanics” of 
these laws the practical, procedural facts and data 
they want. 

Pertinent new developments are promptly 
reported to keep subscribers currently informed 
of events of interest or importance in the field of 


“payroll law”. 


Write for Complete Details 
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son, was authorized to bind himself 
or herself to pay the promissory note. 
When a married woman joins with her 
husband as a maker of a note, the 
liability thereon becomes joint and 
several. 

“In any jurisdiction where, as in 
California, the wife has the contractual 
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power to make a note, a married 
woman who joins with her husband in 
making the note is personally liable 
thereon. Both spouses become liable 
on the note jointly and severally, and 
both are liable primarily. 

“In the case before us, since the wife 
was already under legal obligation to 


° . 7 


pay the entire note, her subsequent. 


alleged oral agreement to personally 
assume and pay the debt was without 
consideration. She was promising to 
pay her own debt for which she was 
already liable.” (Garthofner vs. Ed- 
monds, 166 Pacific} Reporter, Second 
Series, 60.) 


LONDON CLEARING HOUSE 


(CONTINUED FROM PAGE 25) 


the opening of air bombing, how seri- 
ous it would prove to the country’s 
railways. Precautions had to be taken 
against the destruction of large num- 
bers of mail bags containing checks 
en route from the clearing house. This 
necessitated the installation of a micro- 
photo apparatus which recorded every 
check, amounting to more than a 
million per day. When losses took 
place, as indeed often happened, dupli- 
cate prints of the missing checks were 
made and appropriate action taken. 
London Clearing House employees 
had, of course, been given plenty of 
warning that they might have to be 
evacuated from the capital. The big 
move actually took place on Saturday, 





August 26th, 1939, and the clearing 
house functioned for the first time on 
the following Monday, a few days 
before the actual outbreak of war. 

Almost every contingency had been 
foreseen and, in general, all went well. 
Some problems that had been feared 
never arose; others, and notably the 
staff problem, raised many difficulties. 
For one thing, it was not foreseen how 
rapidly recruiting for the Armed Serv- 
ices would disrupt both male and 
female experienced staff. Many Lon- 
doners, for family and other reasons, 
wanted to return to the Metropolis 
regardless of the air raids. 

Starting with an almost total London 
staff, the change to employees from 
the area around Stoke-on-Trent was 








“IF COLOR CONTROLS YOUR RECORDS,” 
says KING COTTON, “YOU SURELY NEED 
PARSONS MECHANO FORM" 





Whether you use ledger papers, 
index cards, or both, you'll get 
greater accuracy if different 
types of records are kept on dif- 
ferent colored forms. 

In PARSONS MECHANO FORM 
there’s a range of six standard- 
ized colors, the same in both 
ledger papers and index cards. 
Both have the new no-glare sur- 
face, easy on the eyes. The wide 
range of weights and sizes, the 
fine writing surface, the superior 
erasing quality, and the fact that 
these ledgers and indexes 
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remarkable. No less remarkable was 
the success in training girls and boys 
of 14 to handle responsible jobs. On 
January Ist, 1940, when the Central 
Clearing House had been established 
for four months, it had a staff of 955, 
of whom 363 were male and 592 female. 
At that early date it had already been 
found possible to employ 123 local 
young people, so that 832 Londoners 
remained. Five years later, on Janu- 
ary Ist, 1945, the staff had dropped to 
898, of whom 728 were girls and only 
170 were males. Of the total em- 
ployees, 619 were by then local resi- 
dents and only 279 Londoners re- 
mained. 

The approaching return of the clear- 
ing house to London raises almost as 
many difficulties as the original evacu- 
ation. Housing the clearing house 
staff in London will be a difficult job. 
Much of the city, or financial district, 
has been completely destroyed and 
although the London Banker’s Clear- 
ing House had started to rebuild be- 
fore the war and has the steel work 
on a new building virtually completed 
no other work has been done on it and 
all building labor must for some time 
to come be concentrated on residential 
housing. 


T is probable that some of the 

banks, if the decision rested entirely 
on them, would prefer to leave things 
as they are and continue to clear at 
Stoke. This, however, is not deemed 
feasible and there are, moreover, local 
problems at Stoke which have nothing 
to do with the banking business. The 
young people who are now employed 
listing checks on adding machines 
would, if there had been no war, be 
now employed making fine English 
china and pottery. Readers of English 
novels will recall that Stoke is in the 
heart of “‘the Potteries,” where the 
British china industry is centered. 
This is an important export industry, 
and the Board of Trade is anxious that 
local factories should have this intelli- 
gent young labor. It need hardly be 
said that this enthusiasm for work in 
pottery plants is not shared by the 
young people now working in the 
clearing house, but in the English 
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social system their parents would 
hardly permit them to move to London, 
and when the clearing house moves 
the potteries are their logical source of 
employment. 

The problem is typical of many now 
besetting Britain as a result of six 
years of war and sacrifice. 

The effect of moving to the country 
had comparatively little effect on the 
balance sheets of the five big banks. 
The total of checks in course of collec- 
tion has, of course, increased, but when 
the general rise in prices is taken into 
account it has in no case increased by 
more than 50 per cent. As a percent- 
age of deposits the total at the end of 
1945 ran from 3 to 4.1 per cent. 

As in so many other cases in 
Britain, the overriding necessities of 
war have introduced fresh currents 
into British banking practice. Most 
of those which the removal of the 
clearing house to the country have 
brought about have been wholly good 
and may be expected to remain. 


° ¢ 


G. I. HOME 
LOANS 


(CONTINUED FROM PAGE 19) 


specifications, bid and breakdown of 
costs, each in duplicate. This makes it 
possible for the bank and the Veterans 
Administration to make their apprais- 
als concurrently and saves several days 
in processing the application. 

“6. Credit memorandum giving com- 
plete information concerning the appli- 
cant, with the purpose that in justifia- 
ble cases loans may be processed under 
‘Automatic Guarantee.’ 

“7. Credit report. 

“The appraisal will be procured and 
the Real Estate Loan Committee then 
will take appropriate action. If prior 
confirmation is required, a Home Loan 
Report (VA 1820) will be prepared 
and sent to the veteran for his signa- 
ture, upon the return of which a 
Certificate of Approval (VA 1866) will 
be procured from the Veterans Ad- 
ministration. The file will then be 
processed in the usual way. 

**A service charge may not be levied 
in connection with a G. I. loan on exist- 
ing construction, although a termite 
inspection fee will be collected when- 
ever this type of examination is re- 
quired. A $5 charge for each progress 
inspection in connection with new 
construction loans is permissible and 
will be made. 

“The Home Loan Report (Form 
VA 1820) must be signed by the 
veteran, in duplicate, immediately 
upon our approval of the loan, with 
the application for the appropriate 





amount of guarantee filled in. In 
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automatic cases, hold the home loan 
report until the loan is consummated, 
and then fill it out completely and it 
will be forwarded to the Veterans 
Administration along with the other 
documents required to obtain the 
guarantee. In prior approval cases, 
before processing the loan, complete 
the Home Loan Report, which will be 
transmitted to the Veterans Adminis- 
tration for issuance of the Certificate 
of Approval (Form VA 1866). Dupli- 
cate copies of all forms sent to the 
Veterans Administration will be re- 
tained in the loan file. Instructions 
for the preparation of the home 
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loan report are enclosed herewith. 

“The Veterans Administration has 
indicated that it will not endorse the 
note, but will, in lieu of endorsement, 
issue Loan Guaranty Certificate (Form 
VA 1899). Thus, when the file is sent 
in for guaranty, it is not necessary to 
include the note. 

“Immediately on completion of the 
loan when all funds are disbursed or 
when all but 10 per cent are disbursed 
and the remainder is held in an ear- 
marked account, send to the G. I. 
Loan Division for transmittal to the 
Veterans Administration for guaranty: 

**Automatic Guaranty Cases: 1. Origi- 
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nal Honorable Discharge or other 
documents establishing eligibility. 2. 
Home Loan Report (VA 1820). 3. 
Appraisal Report (VA 1803-4). 4. 
Copy of escrow or other agreement 
(if any). 

“Prior Confirmation Cases: 1%. Cer- 
tificate of Loan Disbursement (Form 
VA 1876). 2. Copy of escrow or other 
agreement (if any). 

“The following are a few matters 
of which we must be most careful: 

“1. Original Honorable Discharge 
or other documents to establish eligi- 
bility. (a) Always send via registered 
mail or registered messenger. Always 
get a receipt. (b) Do not return it to 
the veteran until the loan is completed, 
and when it is returned to him, obtain 
his receipt for it. (c) While it is in 
possession of the bank, keep it in a 
safe place and provide a control to 
prevent its loss or misplacement. 

“2. As the note cannot be guaran- 
teed, unless we certify that there has 
been no default thereunder, it is neces- 
sary to prevent any possibility of 
delinquency. It is advisable that notes 
on existing construction loans be 
drawn to provide for payment of 
interest only the first ninety days with 
amortization to begin the fourth 
month. Construction loan notes will 
bear interest only monthly for the first 
nine months with amortization to be- 
gin the tenth month. This will tend 
to assure loan completion and premise 
occupancy prior to commencement of 
full loan installments. 

“3. Do not let a file become a 
‘sleeper. As the guaranty must be 
obtained within thirty days after 
completion of the loan it is necessary 
that the loan file be sent to the G. I. 
Loan Division for guaranty within 
fifteen days after the loan is completed. 

“The foregoing deals entirely with 
combination bank and G. I. loans. 
Combination FHA and G. I. loans 
may be considered in cases where the 
possibility exists that the FHA ap- 
praisal will equal or exceed the pro- 
posed purchase price or construction 
cost, as the Veterans’ Administrator is 
accepting the FHA’s reasonable value 
figure in lieu of designated veteran 
appraiser’s value conclusion.” 


AtlMost immediately, the volume of 

accepted applications for G. I. loans 
began to soar. Where before only a 
few G. I.’s ever were able to get 
beyond the conversation stage, now 
their honorable discharges began to 
flood into the Real Estate Loan 
Department. 

Almost every veteran with the 
proper qualifications and a few hun- 
dred dollars or an equity in a lot is 
assured of a loan, and 100 per cent 
financing is not uncommon. 

It was decided at the beginning that 
“paper work’’ should be held to an 














e 


omer eo a at 








THE BURROUGHS CLEARING HOUSE—June, 1946 


absolute minimum and for this reason 
both the application for real estate 
loan and the borrower’s financial 
statement are outstanding examples of 
brevity and simplicity. 

California Bank is not proceeding 
without caution. The men who ad- 
minister its real estate loan department 
know that real estate prices in Los 
Angeles are in many instances inflated 
beyond all reason. Homes that were 
built five or six years ago for six or 
seven thousand dollars including the 
lot have sold and are selling today for 
ten, twelve and even fifteen thousand 
dollars. 

With thousands of veterans and 
their families homeless and living with 
relatives or friends, in store buildings, 
garages and sometimes in their own 
automobiles, immediate occupancy has 
become worth as much money as the 
veteran possesses plus what can be 
begged and borrowed. 

At California Bank the veteran will 
get every consideration and every effort 
will be made to see that he gets his 
home loan, if it is a good deal for the 
veteran. 

. 4 2 


BANK 
SUPPLIES 


(CONTINUED FROM PAGE 23) 


for each of the items stocked. At 
present, Mr. Wellman every week or 
so makes a personal inspection of the 
stock room, sizes up the stock, and re- 
orders accordingly. Mr. Parmelee 
also notifies him when visual checks 
disclose quantities nearing the exhaus- 
tion point. Effort has been made to 
keep paper work at a minimum, it 
being Mr. Wellman’s contention that 
good common sense is the essence of 
running a stock room efficiently. : 

As has been stated, responsibility 
for purchasing of supplies as well as 
their disbursement has been centralized 
under Cashier Wellman. The bank’s 
supply requisition serves a dual pur- 
pose; it not only authorizes with- 
drawals from stock but also can be 
used by Mr. Parmelee to notify Mr. 
Wellman that an item should be 
ordered. 

Upon receipt of such a notice, Mr. 
Wellman has a purchase order prepared 
in triplicate. He retains the blue copy, 
sends the white copy to the stock 
room, and the pink original goes to 
the supplier. 

When the item is received in the 
stock room; Mr. Parmelee checks his 
white duplicate of the order for quan- 
tity, initials it to acknowledge receipt, 
and sends the form to Mr. Wellman 
who attaches it to his blue copy. 


When the invoice is received he 
attaches the purchase order duplicates 
to it, and forwards a check in pay- 
ment. According to Mr. Wellman, he 
has established a routine of paying 
such bills every Tuesday morning ‘“‘as 
regularly as he eats breakfast.” 

In conjunction with his purchasing 
function, Mr. Wellman maintains: a 
purchase record book, by means of 
which he can (1) check supply prices, 
to make sure they are in line with 


previous quotations, and (2) check. 


back to ,see whether re-ordering is 
probably necessary based on past 
usage. The book also serves as a 
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general guide as to what is going on in 
the supply room. Complete purchase 
data for each supply item is main- 
tained on a card record measuring 
approximately 414 by 8% inches. 
Other records relating to purchases 
are all concentrated in four desk 
drawer folders. One contains the 
bank’s service contracts with suppliers 
of equipment, purchase orders are 
filed in another, and invoices are filed 
in the other two folders. Here again, 
in his purchasing routine as in the 
storing and disbursing of supplies, Mr. 
Wellman attempts to keep his system 
simple, workable, easy to maintain. 
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] “Will you cash this check 
@ for $500, please? I’m about 
to start on another business trip. 
Seems to me all I do is travel, 
these days.” 
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3 “If any of these cheques are 
@ lost or stolen, you simply 
report your loss to the nearest 
American Express office. 
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4 “The amount of your loss 
@ will be quickly refunded. 
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National Bank of Detroit, Detroit, 
Michigan. The handling of supplies in 
a bank with totals well over a billion 
dollars is definitely ““big business,”’ and 
involves procedures not.indicated for 
the small bank. However, the revised 
system now in effect at the National 
Bank of Detroit embodies many ad- 
vanced ideas adaptable to institutions 
of considerably lesser size, including 
an improved card record system and 
more adequate figures for control and 
auditing purposes. 

The buying, storing, and disbursing 
of operating supplies is under the 
supervision of the Purchasing and 
Maintenance Department, of which 
Fred M. Keating is manager and 
George Madill is assistant manager. 
The present system has been in effect 
since February, 1945. The growth of 
the bank in terms of the number of 
services provided and items handled, 
coupled with wartime complications, 
had made it apparent that the previous 
system fell short of full effectiveness in 
providing the recorded information 
concerning supplies that should be 
available to the Purchasing Depart- 
ment and to the Operating Division. 

For example, the stock record of 
receipts and disbursements was for- 
merly handled by another department. 
The card record of purchases, the only 
record immediately available to the 
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Purchasing Department, was not in 
itself a sufficient guide in the re- 
ordering of supplies. The requisition 
system was too loose, no acknowledg- 
ment of the receipt of material being 
required. The records were not checked 
frequently for accuracy through actual 
count of the supplies on the shelves. 
It was difficult to compile such infor- 
mation as expenditure comparisons 
and usage reports from the available 
data. 

The major changes made last year 
involved centralizing the compiling of 
information concerning supplies under 
the Purchasing Department, impreving 
the method of handling requisitions, 
and concentrating the purchase record, 
stock record and all other record work 
into one compact unit. The descrip- 
tion which follows of the current pro- 
cedure will indicate the advantage of 
the revision. 

First, there has been a definite im- 
provement in the accuracy with which 
supplies are ordered. An aid to this is 
the stationery and supplies manual 
compiled for each officer and employee 
authorized to sign requisitions. This 
contains a mimeographed list of all 
available forms and supplies, by num- 
ber, name, classification and descrip- 
tion. Use of the number as well as the 
name on the requisition form helps to 
assure that the order will be correctly 
filled. For instance, there are twelve 
different types of 8 x 11 copy paper 
listed in the manual, and it can readily 
be seen that without the form number, 
selection of the desired item would be 
more difficult for the stock room. 


ALL requisitions are prepared in 

duplicate, on a form especially de- 
veloped in conjunction with the im- 
proved system. It will be noted on 
the illustrated example of the requisi- 
tion form (page 23) that there are 
spaces for both “quantity requested” 
and ‘“‘quantity delivered,” since in 
some cases referral to usage records 
indicates to the Purchasing Depart- 
ment that a change in the amount 
specified is indicated. 

After the quantity has been deter- 
mined the stock room clerk numbers 
the requisitions in duplicate to tie 
them together, fills the order and 
initials the requisition form. The sup- 
plies are then checked back to the 
requisition by a senior stock room 
clerk who also initials the form, wraps 
the items for shipment, and encloses 
the carbon copy of the requisition as a 
delivery receipt. He then sends the 
original copy to the stock record 
clerk. 

The recipient of the supplies checks 
the order against the duplicate requisi- 
tion form, acknowledges receipt, and 
forwards the carbon copy to the Pur- 
chasing Department. This is com- 
pared with the original, and then filed 
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according to date and department, or 
branch. 

Meanwhile, the stock record clerk 
has been making the necessary entries 
from the original requisition form. 
Under the revised system all stock 
records pertaining to stationery and 
supply items carried by the bank are 
contained in two large desk drawer 
files (see illustration on page 23). 
Three different card records are main- 
tained on each item; they cover dis- 
bursements, usage over a period of 
years, and purchases. Commonly the 
latter two records are combined in a 
single card, but this has the disadvan- 
tage of filling up the available space 
rapidly and necessitating the frequent 
making up of new cards. A feature of 
convenience in the new filing system is 
that the top two cards of each series of 
three are punched with holes of vary- 
ing size, and since the forms are of dif- 
ferent colored paper stock it is possible 
to tell at a glance whether all three are 
in the file. 


‘THE upper right-hand corner of the 

disbursement card has space for fill- 
ing in the classification and form number 
of the supply item, its description, unit 
cost, and quantity level at which the 
item should be re-ordered. The cost 
and minimum quantity figures are 
written in pencil so that they can 
readily be changed. The prices are 
averaged when there is a variation in 
the new and old quotations. 

The body of the disbursement card 
records the date of each order, the 
requisition number, the amount issued, 
and the quantity remaining on hand. 
Additions to stock are also recorded, 
with the quantity being circled to 
differentiate it from disbursements. 
Circled ‘“‘o.k.’s’” on the disbursement 
form, in the column headed ‘On 
Hand,” denote that the amount shown 
on the card has been found to tally 
with a check of the physical inventory. 
Incidentally, it is the Purchasing 
Department’s policy to make such in- 
ventory check-ups a continuous proc- 
ess, rather than to require employees 
to work overtime periodically for a 
complete count, and since Saturdays 
are comparatively quiet in the stock 
room as much time as possible is spent 
in checking actual quantities on the 
shelves. The card records generally 
show several verifications a year per 
item. 

Helpful comparative data not previ- 
ously available is obtained from the 
usage card. Each side of this form 
provides a_ three-year record, by 
months, of the quantity disbursed of 
a given item. It also gives compara- 
tive annual totals for the past six 
years. The primary purpose of this 
record is to aid in determining quanti- 
ties to be purchased. Periodically the 
dollar value of the inventory is noted 


on the usage card, based on the aver- 
aged price for the item taken from the 
disbursement card. These dollar in- 
ventory figures on the usage cards are 
then totaled by classes of items, and a 
control figure obtained for each classi- 
fication. Such information may help 
to reveal why supply expenditures 
have increased over a previous period, 
and assists in compiling operating 
reports. 

The third record maintained on each 
item is the purchase record card. 
When the disbursement card record 
discloses that a requisition reduces the 
quantity remaining to the specified 
minimum level, the purchase record 
card is pulled by the stock record clerk 
for the attention of the buyer. He 
may refer to the usage card to check 
the monthly distribution. Also, he 
will check to find out if any change is 
contemplated in the form to be ordered. 
A purchase authorization form is used 
to record the various prices obtained 
for the new purchase. After this has 
been completed to the satisfaction of 
the buyer, the purchase record card is 
attached to the authorization which is 
then forwarded to the operating offi- 
cers to be signed and returned. This 
procedure enables the operating officers 
to review the past record on the 
particular item so that he can sign the 
authorization with confidence. Fol- 


| OFFER COMPLETE 
NUMISMATIC SERVICE 


OLD COINS 
RARE COINS 
GOLD COINS 


Bought —Sold—Appraised 
UNITED STATES, FOREIGN, AND 
ANCIENT COINS PURCHASED. 


I will buy any quantity of this material, 
from coins worth a small premium over 
face or their intrinsic value to the greatest 
rarities. All gold coins in fine or better 
condition are now considered Numismatic 
items. No coin or collection too small to 
receive prompt, courteous consideration; 
no collection too large to be purchased 
for cash. 








Expert Appraisal Service 


No charge for office appraisals. 





F or Ss al e One of the world’s 


largest and most 
complete stocks of Coins, Tokens, 
Medals, and Paper Money to select 
from. Many items from famous 
collections in this country as well 
as Europe. Correspondence invited. 





JAMES KELLY 


Third & Broadway, DAYTON, OHIO 





Reference: 


Winters National Bank, Dayton, Ohio 
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DECODERS 


Every day, in banks ali over the 
country, certain expert “decoders” are 
kept busy telling bank clerks that the 
signature on the check is Sullivan 
and not Kuttavas, but sometimes even 
the experts are puzzled and they may 
have to consult with others before 
they get the answers. 


How much time is wasted? How 
much do banks pay for the “luxury of 
illegibility’? How much could be 
saved if all checks carried the printed 
names of the makers? Here is an 
intangible that perhaps cannot be 
measured in time or money, but 
nevertheless it is important. 


What can be measured in money is 
the amount. banks save when they 
sell Personalized Checks to their 
customers instead of giving them, at 
no cost, the conventional stock checks, 
passbooks and checkbook covers. The 





AT WORK 


checks you buy and give away repre- 
sent an expense item. The Personalized 
Checks you sell save you money. 


The combined advantages of time 
saved, money saved thru check cost 
recovery and customer enthusiasm for 
a high grade product, place De Luxe 
Personalized Checks in a rather unique 
position. They deliver more in value 
than their cost, and that’s why they 
are so popular in banks from coast 
to coast. 


What can we do to help your bank 
please more customers by selling 
more Personalized Checks? The price, 
remember, is just the same $1.25 for 
200, or $1.00 if ordered in groups 
of six. Delivery is prompt from any 
of our five plants. And we supply 
statement enclosures, lobby signs 
and other publicity material at no 
cost to you. 
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CHECK PRINTERS 





Manufacturing Plants at: 


NEW YORK, CLEVELAND. CHICAGO, KANSAS CITY, ST.PAUL 
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does it—when you correct 
mistakes with the Famous 
RUSH-FybRglass ERASER. 


Used with a feather touch, its 
countless glass fibers remove 
a single letter or a whole word, 
easily — quickly —neatly. 


USERS SAY: 
“The only eraser I've ever seen 
which will make an erasure on a 
Fluid Duplicator Master.” 

WE SAY: 


Every RUSH-ERASER is guaranteed 
to satisfy or we will refund the 
purchase price. 


LIST PRICES 
RUSH-ERASERS, each. .50¢ postpaid 


REFILLS (pkg. of 2)... .25¢ pestpaid 


If you order direct from us, 
please send name of your 
nearest stationer. 


THE ERASER COMPANY, INc. 
231 West Water St., Syracuse 2, N. Y. 








THE COLOR 
IDENTIFIES THE CONTENTS 


‘STEEL: Par iinie 
Rainbow 
COIN WRAPPERS 


Free Samples...Write Today, to Dept. B. 


The C. Le DOWNEY Company 


HANNIBAL MISSOURI 
Worldi Largest M rs of Coin Wranmers 
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lowing this, the order is typed out, 
and data as to date, order number, 
quantity, unit price, and terms is 
noted on a single line of the purchase 
record card and it is returned to the 
file. During the interval that the 
quantity on hand is below the mini- 
mum level the stock record clerk can 
see from the purchase record card that 
an order is on the way, and his only 
responsibility is to check with the 
buyer if it does not arrive within a rea- 
sonable time. 

Due to the compact arrangement of 
the file, there is sufficient capacity so 
that all the card records pertaining to 
stationery items can be accommodated 
in one large drawer and all supply 
records in another. This facilitates 
the work of the stock record clerk. 


‘THE new system aids in the compila- 
tion of a daily report for the General 
Books Department and Auditing De- 
partment showing disbursements and 
receipts. It will be noted from the 
specimen of the requisition form illus- 
trated on page 23 that there is a sec- 
tion to be filled out by the stock record 
clerk as to the cost of the items re- 
quested, and that these items are 
broken down by classes. Thus the 
Application for Employment form is 
identified with Class “‘C,” or forms for 
internal use. Class “A” forms are 
those used by customers, ““D” denotes 
strictly staples, ‘““E” is for janitor sup- 
plies, and “‘F’’ for miscellaneous items. 
The stock record clerk foots the cost 
figures on each of the requisition forms, 
and each day the disbursements are 
recapped and the totals for each class 
of supplies and the grand total are 
listed on the report, for allocation of 
expense to the various departments. 
Attached to the report is a duplicate 
copy of the daily delivery sheet pre- 
pared by the stock room clerk, showing 
additions to stock by classifications. 

Not only does the present centraliza- 
tion of supplies information facilitate 
preparing the daily report, but it also 
enables the Purchasing Department to 
prepare for management valuable anal- 
yses showing the reasons for expense 
trends. It was extremely difficult to 
compile this data under the previous 
system. 

Operating executives are now given 
quarterly reports comparing disburse- 
ments and receipts with the previous 
years, and revealing reasons for fluctu- 
ations. These reports, which are not 
excessive in detail, are supplemented 
by a more comprehensive annual re- 
port sent to the General Books De- 
partment, Operations Division and 
Auditing Department. 

The information for the annual re- 
port is derived from various sources. 
Other departments in the bank break 
down the daily figures supplied by the 
Purchasing Department, so that indi- 


vidual departments can be charged 
with supplies received during any 
period. This data, along with other 
totals obtained from the General 
Books Department, plus other infor- 
mation gained from the inventory 
record, enables the Purchasing De- 
partment to compile its annual sum- 
mary. The report includes: 

1. A comparison of the over-all 
expenditures of the entire year with 
those of the previous year, citing the 
items responsible for the difference. 

2. A comparison of the inventory 
position, paid and unpaid, with that 
of the previous year. Here again, the 
items causing the increase or decrease 
are singled out. 

3. A spread sheet which shows how 
the stock room inventory figures tally 
with the amount of stock expense 
charged by the General Books to the 
stock rooms. 

4. From departmental summary fig- 
ures compiled by the Auditing Depart- 
ment, the annual report discloses which 
departments were primarily responsi- 
ble for changes in the stock room posi- 
tion. For example, this year’s report 
shows that newly organized depart- 
ments —including a consumer credit 
department —contributed largely to 
increased supply expenditures. 

5. Price trends are analyzed. The 
Purchasing Department realizes that 
a batch of large total figures means 
little to operating heads, and that the 
data needs to be broken down. How- 
ever, it is also recognized that the in- 
formation should be brief enough to 
be readily analyzed. So, in its annual 
report, the department cites the price 
history on 25 or 30 of the major repre- 
sentative items of each classification, 
and by this means can disclose price 
trends illustrating the bulk of the 
entire expenditure. In the future, as 
the data becomes available, the report 
will compare current price trends with 
those of the previous year. 


THs description of the supplies record 

procedure at the National Bank 
of Detroit may give the impression that 
it is an expensive and complicated 
process, in view of all the items han- 
died and the information compiled. 
However, the fact is that the program 
has been so well systematized that one 
employee is all that is required to main- 
tain the stock records, with the excep- 
tion of the summary reports which are 
prepared by Mr. Madill from data 
supplied by the stock record clerk and 
by other departments. Three em- 
ployees in the stock room comprise the 
rest of the working force having to do 
with the handling of thousands of 
supply items. 

While the revised system is still in 
an evolutionary stage, those in charge 
of the program are well satisfied with 
the improved results obtained to date. 
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“Bankers throughout the South have 
commented on the beauty and effi- 


ciency of the job you did for us—your 


ability to create increased working 


space in the same area. In our estima- 


tion, you are America’s most qualified 


bank designers.” 





J. W. BEASLEY, PRESIDENT 
GUARANTY BANK & TRUST CO.—ALEXANDRIA, LA. 


CAPITAL FUNDS: $2,138,680 ®© RESOURCES: $53,114,689 
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OF AMERICA 
NINTH & SIDNEY STS. ST. LOUIS 4, MO., U.S. A. 








WHEREVER YOU GO, YOU SEE 
) BURROUGHS MACHINES 
















Ever since introducing the first practical adding machine, Burroughs 


has led in anticipating the figuring and accounting machine needs 
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of business. New adding, accounting, calculating, statistical and cash 
handling machines and features have constantly been developed 
to meet new requirements and to speed up and simplify office 
routines. This leadership, made possible through years of continuous, 
close association with all lines of business and industry, is an 
important reason why you see Burroughs machines wherever you go. 


BURROUGHS ADDING MACHINE COMPANY « DETROIT 32, MICHIGAN 





This installation of modern Burroughs 

Accounting Machines in the offices of 
the Coca-Cola Bottling Co., Chicago, 
is just one of thousands to be found 
in all types of business and industrial 

enterprises throughout the world. 








foughs 


IN MACHINES 
IN COUNSEL 
IN SERVICE 











FIGURING, ACCOUNTING AND STATISTICAL MACHINES « NATIONWIDE MAINTENANCE SERVICE ® BUSINESS MACHINE SUPPLIES 








